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TWO NEW FACES 


IN THE SCREEN CLOTH FIELD 


The new Green Edge AlerominA Screen Cloth is a 
new screen cloth with a new face. Its silver-like sheen 
is the outward sign of a newly developed Reynolds- 
engineered super-finish. This new finish makes im- 
portant functional contributions... 


It not only adds sales appeal—it assures extra wear 
and added protection. For this super-finish makes the 
screen more highly resistant to rust... to corrosion 


REYNOLDS WIRE CO., 


f 


AlcrominA 


. . the new Super Screen Cloth 





under present government restrictions 


MANUFACTURED IN 16 MESH ONLY...IN LIMITED QUANTITIES 


...to salt air. Green Edge AlerominA is a worthy 
competitor of bronze screen cloth. And more—because 
AlcrominA won’t stain surrounding woodwork, and it 
costs less than bronze screen cloth. 


Red Edge CrominA is the other new screen cloth with 
a new face. After being electro-plated with zinc, it is 
given an additional special coating. Its life is almost 
double that of any galvanized screen cloth. 


DIXON, ILLINOIS 


CrominA 


... another new development 





MADE IN 8 WIDTHS: 24, 26, 28, 30, 32, 36, 42, 48 INCHES 


Street, Chicago 2, Ill. Entered as second-class matter March 28, 1932 at the Post Office at Chicago, Illinois, under the Act of March 3, 1879. 
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VICTORY 
IS INEVITABLE 


Each of us now feels keenly that total victory is inevitable. 
All efforts are being directed toward the attainment of that 
objective. And the Ralph L. Smith Lumber Company is 
continuing to contribute by the shipment of vast quanti- 


ties of lumber and lumber products to active war service. 


We are sure that you understand why we are often unable 
to fill your complete orders. The bulk of our lumber has 
gone and will continue to go to war until final victory is 
attained. When the final victory is achieved, we will be 
only too happy to resume shipments of soft-textured Pon- 
derosa Pine, special pine products, and other West Coast 


woods to meet your needs. 


WE SPECIALIZE IN 


Cut Stock - Glued-Up Stock 
Shook - Mouldings 
Ladder Stock | 


rough and run to pattern 


IN FACT, ANYTHING MADE 
FROM WESTERN LUMBER 





REMEMBER, TOO, WE WHOLESALE 


DOUGLAS FIR, SITKA SPRUCE 
PONDEROSA PINE, PORT ORFORD CEDAR 


Pine Saw Mills @ Dry Kilns @ Planing Mill—Canby, Calif. 
Box Shook Factory—Alturas, Calif. 
Moulding Factory ® Glue-Up Department—Klamath Falls, Ore. 








Manufacturers and Wholesalers 1635 Dierks Bidg., Kansas City 6, Mo., Victor 4143 When making inquiry, please include priority 


Member of Western Pine Ass‘n., National Wooden Box Ass‘n., Ponderosa Pine Woodwork, ~— Tce one a ee 
National-Americon Wholesale Lumber Ass‘n. ; 


WEST COAST BUYING OFFICE: 908 PORTER BUILDING © PORTLAND 4, OREGON 
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HAT’S right, brother, 

fence him in — with good 
tight American Fence. You 
won’t be taking any chances 
then. 

U-S-S American Fence is 
strong. It’s made from special 
tough steel. The tension curve 
keeps the fence tight winter and 
summer. 

There is more American 
Fence in use than any other 
brand. More American Fence is 
being made, too, but there is 
still not enough to supply the 
demand. 

For permanent installations, 
American Fence is tops. On 
many farms it has been in serv- 
ice more than 40 years. 

These facts make excellent 
sales ammunition for you. Our 
national farm paper advertis- 
ing will give you more. If you 
want further details, send for 
our catalog of American Fence 
and Wire Products. 

Other U:S-S American Prod- 
ucts include: Poultry Fence and 
Netting, Posts, Gates, Barbed 
Wire, Welded Fabric, Roofing, 
Nails, Staples, Tacks, Bale Ties. 








AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York ~ 


UNITED STATES STEEL 
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Chicago, June 19, 1945 


MORE LUMBER FOR FARMERS—An additional 23,000,000 board feet of lumber has been 


allotted to the War Food Administration for distribution to farmers for emergency mainte- 
nance and repair of farm dwellings in third quarter of 1945. 





Farmers can make application for the lumber to the County Agricultural Conservation 
Committees, and approved applications are rated AA-3 by delegation of authority from 
WPB to WFA. Emergency cases for which applications will be approved are limited to re- 
pair of damage caused by fire, flood or similar disaster, or repair of dwellings that would 
be uninhabitable or a definite hazard to the health of the occupants if not repaired imme- 
diately. 

The lumber allotted to WFA is transferred from the amount originally allotted to WPB’s 
Office of Civilian Requirements in the third quarter of 1945 for maintenance, repair and op- 
erating supplies for farm dwellings. A similar transfer of 22,000,000 board feet was made in 
the second quarter. 


TRANSPORTATION TROUBLES AHEAD—The next 12 to 15 months will be the most critical . 


period in the history of American transportation according to Col. J. Monroe Johnson, direc- 
tor of the Office of Defense Transportation. ‘All forms of transportation,’’ he said, “have for 
the past three years carried the heaviest freight and passenger burdens in the country’s 
history. . . Now seriously short of materials and equipment and skilled manpower, these 
facilities must continue to carry a load which shows no prospect of diminishing.” 


CONSTRUCTION JOBS FOR VETS—''At least 600,000 men now in the armed forces have 


had military training or civilian experience in phases of construction work,” Senator James 
E. Murray (Mont.), chairman of the Senate Small Business Committee stated last week, in 
announcing hearings which his group will hold on June 21, 26 and 27, to explore the oppor- 
tunities for veterans in construction and the timing of construction to meet employment needs. 

In normal times construction is the largest non-agricultural activity in the nation. It can 
contribute in a large measure to postwar full employment, if restrictions are removed as 
quickly as improvement in the war situation permits. 


OUTLOOK FOR CIVILIAN LUMBER SUPPLY — Relief in tight lumber distribution controls 


must wait on a reduction in military requirements for crating—these military requirements 
are still of tremendous proportions. Lumber production in the first nine months of this year 
is estimated at 22,486,000,000 board feet, compared with essential requirements of 29,186,- 
000,000. The deficit between supply and demand is 23 percent. The acutely critical con- 
dition has been brought about by a sharp decline in production, coupled with sustained 
high military and civilian demands. The Department of Commerce predicts no significant 
improvement in the situation until 1946. 











WIRE SCREENING SUPPLY—Insects might have a picnic this summer. The supply of metal 


screening is far below the estimated minimum requirements because large quantities are 
needed in the Pacific theater. 





CONSUMER DURABLES—lIn each of the third and fourth quarters of 1945 priority assist- 


ance is authorized for the manufacture of 102,000 electric ranges, 265,000 mechanical refrig- 
erators, 350,000 washing machines. 


CREDIT REGULATION W AMENDED—Several changes in this regulation have been made 


through Amendment 16, which concerns materials and services used in the repair or im- 
provement of residential property. Those phases of the amendment which will interest lum- 
ber dealers are covered in an item in the News and Trends section of this issue. 




















Quality Products 


Long & Short Leaf Yellow Pine 
Arkansas Soft Pine 
Surfaced 6 Sides 
. 


End-matched and Plain End Flooring 
Ceiling—Partition—Drop Siding 
Log Cabin & Bevel Siding 
Casing—Base—Mouldings—Jambs 
Finish—Apron—Pulley Stile 
Door & Window Frames— 
Package Trim 
Boards—Fencing—Dimension 
Roofers—Car Material—Timbers 
Card Table Stock and Industrial 
Items 
Bed-Slats—Batts—Thresholds— 
Treads 
Surveyor’s Stakes—Plinth Blocks 
Byrkit and Plaster Lath 
Crating 
* 


HARDWOOD FLOORING 
Oak—Beech—Pecan 
In All Standard Grades 


e 
HARDWOODS 
Red Oak White Oak 
Sap Gum Red Gum 


in 
Standard Lineal & Package Trim 
Finish and Mouldings 
All Southern species in Lumber 


= 
SPECIALTIES 
Lawn Furniture—Cedar Closet 
Lining 
* 


“WOLMANIZED”, FLAME-PROOFED 
& CREOSOTED LUMBER 
PRODUCTS 

















*Trademarks 


(WOLMANIZED — FLAME-PROOFED) 


IS THE OUNCE OF PREVENTION 
THAT WILL SAVE HOME BUILDERS A 
POUND OF CURE 


Here’s a good sales argument for you—The difference in 
cost between Frost Pressure-Treated Lumber and un- 
treated material gives your customers built-in protection 
against termites, decay and fire. The extra cost of this 
preventive insurance becomes negligible when compared 
with that of termite treatments, replacements and repairs 
after the damage has been done. 


WOLMANIZED* FROST PINE is lumber pressure treated with Wolman 
Salts preservative. It assures dependable protection against termites 
and decay. It is clean, odorless and paintable, and can be used wherever 
untreated lumber is specified. Wolmanized lumber is approved by the 
American Wood Preservers’ Association and the United States Govern- 
ment. 


FLAME-PROOFED FROST PINE is lumber impregnated with MINALITH* 
fire-retardant chemicals. Will not support combustion and will not catch 
or spread fire. Under extreme heat, joists and timbers treated with 
MINALITH maintain their load-bearing strength long after steel and un- 
treated members have collapsed. Flame-proofed Frost Pine is used by 
the U. S. Government and private industries. 


FOR HEAVY CONSTRUCTION 
CREOSOTED FROST PINE includes poles, piling, lumber and timbers. 
Recommended and used for heavy and industrial construction—wherever 
low cost but effective protection against the elements is essential. 


After the war, pressure-treated Frost Pine will be 
available for every type of construction to establish 
new fields for sales and profits for the retail lumber 
dealer. In the meanwhile, keep in touch with Frost 
Pine Service. 


FROST LUMBER INDUSTRIES, Inc. 


SHREVEPORT, LOUISIANA 
More War Bonds Mean More Bombs on Tokyo! 
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- merchandising methods to conform to the best 


years. 


_ page 24. Included in the story are tables and 
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> A 55-YEAR OLD FIRM, operating 42 retail yards, 
has found that long range planning plus 
gradual conversion of the plant, personnel and 
interests of the industry has Saghbeyr ts | ry profit- 
able. On page 18 is the story of the Midland 
Building Industries who have carried out a. 
continuous program of yard improvement and 
interior modernization for the past fifteen 


> Two-rHirps of the lumber retailers in Amer- 
ica are already making plans for remodeling | 
their stores and plants in preparation for the | 
tremendous postwar selling opportunities in the 
housing field, The story on page 22 tells in de- 
tail to what extent the dealers will remodel and 
how much they plan to spend on the work. 





> THE PROS AND CONS of cooperatives who buy 
¥ and sell at cost are discussed in the article on 
diagrams showing comparisons of the total tax 
bills of business institutions with cooperative 
corporations and with special types of coopera- 
tives, 


> Risinc Lapor costs have been the principal 

factor in boosting home building costs dur- 
ing the wartime period according to the articlé 
on page 27. Nor will builders during the first 
seven years after the war find costs going down, 
Dealers are going to be faced with prospective 
buyers who ask why costs are higher than they 
expected, and in this article is the answer to 
that question. 


> THE BUILDING CODES in many cities need re- 
vising badly, not only to permit the use of 
new building materials but also to liberalize 
existing restrictions governing old standard ma- 
terials and methods of construction. The sto 
on page 26 tells why it is vital for lumber deal- 
ers to take an active part in the revision of 
building codes in their section in order to keep 
out unjustified restrictions, and to see that the 
codes are not used as a vehicle to promote the 
use of one material by penalizing another whose 
use has been well established. 


: > WHEN THE WAR in the Pacific began the Navy 


Y discovered it had more than the Japs to con- 
quer. From the beginning there was the fight 
against termites, fungus and molds that threat- 
‘ened to destroy buildings as quickly as they 
were put up. On page 28 is the story of how 


-the Navy won the war against the wood-destroy- 


ing forces with the use of protective coatings. — 


> By EMPLOYING MASS production techniques: 


one lumber dealer is now able to say he « 
-make a garage every fifteen minutes. | 
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comes to store, picks out 
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‘from among those on display, and it is deliv- 
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Ford Announces 


NEW DEVELOPMENTS 








Y? the Heavy Duty SOOH.P 
Zz 


WAS 











tlewes Good Neus 
FOR TRUCK OPERATORS 


The Model 59 engine is now offered as original 
equipment only. It will eventually be made avail- 
able as a service replacement in Ford Trucks and 
Commercial units already on the road. 


Here are some of the important improvements in 
this engine: 


NEW long-life Tri-Alloy connecting rod bearings .. . 
NEW aluminum alloy pistons with four rings for oil 
economy . . . NEW larger capacity oil pump with more 
screen area for improved lubrication . . . NEW crank- 
shaft rear bearing oil seal . . . NEW rust-proofed valve 
springs . . . IMPROVED cooling of valve seats... 
NEW fiat-type waterproof distributor with full auto- 
matic advance and vacuum control . . . NEW high 
efficiency fan . . . IMPROVED carburetion ... IM- 
PROVED intake manifold for easy vacuum pipe con- 
nections ... SIMPLIFIED design provides easier accessi- 
bility for service . . . clutch can be replaced without 
removing oil pan ... more parts are interchangeable, 
reducing the number of service items required. 


T’S HERE—the first of wartime truck engi- 
neering developments by Ford to be made 
available to civilian operators. 


An improved Heavy-Duty, 100 H.P. V-8 
Engine now powers Ford Trucks and Com- 
mercial units which are in limited production 
for civilian priority holders. 


This great power plant is the Model 59. 
You'll be hearing a lot about its fine qualities. 
It includes many of the Ford Truck engineer- 
ing advancements made in response to military 
needs which are proving valuable in civilian 
trucking. 

These improvements, affecting virtually every 
operating part of the engine, raise Ford Truck 
engine performance to new high levels of 
stamina, economy and efficiency—with new 
and important service benefits of interest to 
every truck owner and maintenance man. 


Read about them in the text at the left. 


FORD MOTOR COMPANY 
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AC. ‘helos Jones 
take his discounr 


* HC means hidden credit (inventory) 
— used as security for a bank loan. 


Just before his peak season, Jones 
received an extra shipment of raw 
materials on a 2%, 10-day discount basis. Jones paid cash for the shipment... 
But his cash was needed for production m A d h a 
and payrolls! Lawrence issued a warehouse receip 
against it...the bank made a loan. So Jones 
saved his cash discount, had the extra 
materials he needed, and the working 
capital, too. 


Pe aiaed every business undergoes periods when 
its working capital is “over-employed.” Then 
the Lawrence System is a friend indeed. 

For Lawrence System field warehouse receipts, 
issued on almost any inventory from cans to chem- 
icals, from feeds to flour, are acceptable security for 
bank loans. And the inventory stays right on your 
premises, always available for immediate use. 

For thirty years business men have used this busi- 
How coutd tee talee that Staats ness-like method of releasing frozen funds to make 
Then he remembered Lawrence field 
warehousing. His new inventory was further purchases and to meet current payables. 
hidden credit... through Lawrence it Ask your banker about the nation-wide Lawrence 
could be security for a bank loan! System. Or call your nearest Lawrence office. 


LAWRENCE WAREHOUSE COMPANY 
Fil WarehOUsing vor anu roani on invenrony 


New York: 72 Wall Street » Chicago: 1 N. La Salle Street « San Francisco: 37 Drumm Street 
AWRENCE Los Angeles: W. P. Story Bldg. + Buffalo + Atlanta » Cincinnati +» Boston « Philadelphia 


SYSTEM Kansas City + St. Lovis » New Orleans « Jacksonville, Florida + Dallas « Houston 
Denver + Fresno, California « Portland, Oregon - 


AMERICAN LUMBERMAN, June 23, 1945 3 11 





Cut Everything 


< ~ 
<e 


from Veneers to Hog Fuel 


More output, of better grade, in less time . . . those are the common 
operating characteristics of all the different Simonds Red Back 
products: Planer Knives, Veneer and Plywood Knives, Shaper 
Knives and Shaper Steel, Chipper Knives, Hog Knives, and knives 
for many other jobs. Made of special Simonds knife steel, uniformly 
hardened and tempered, Red Back Knives are precision-ground to 
a super-keen edge that stays keen under the toughest cuts on the 
hardest woods. Order Red Back Knives from your dealer... an¢ 
get the extra measure of value that comes from the experience of 
the longest-established knife manufacturer. 
Branch Offices: 1350 Columbia Rd., Boston 27, Mass. * 127 S. Green St., 


Chicago 7, Ill. ¢ 228 First St., San Francisco 5, Calif. * 311 S. W. First Ave., 
Portland 4, Ore. * 31 W. Trent Ave., Spokane 8, Wash. 


PRODUCTION TOOLS 
FOR CUTTING METAL, 


woop, 
PAPER, PLASTICS 


CUT THE WAR SHORT...BUY WAR BONDS...AND THEN BUY MORE WAR BONDS 
12 
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A THORNTON Four-Rear-Wheel DRIVE installed on your present 1%-2 ton truck 
will increase its hauling ability 100% ... give it 8 ton payload capacity in contrast to 
its normal 4. With a Thornton conversion, one driver can handle the payloads of two 
medium trucks. Special axles permit still bigger payloads. You, therefore, double your 
trucking volume without necessity for hiring another driver or buying another truck. 


And that’s not all a THORNTON Four-Rear-Wheel DRIVE does for you. Its two- 
speed gear case and two driving axles, working in combination with the standard truck 
transmission, enables you to pull 26,000 pounds G.V.W. up grades as steep as 50%. 
Its 8 to 16 speeds forward, depending upon the axle type, give you power for every 
operating condition—let you haul 8 tons payload through mud, muck, deep sand 
or snow, out of steeply inclined gravel pits or quarries—every place, in fact, where the 
conventional single axle truck would be hopelessly stalled. And with all this power, 
a THORNTON Four-Rear-Wheel DRIVE lets you roll on the highway at 40-50 miles 
per hour, to maintain important delivery schedules. 


The THORNTON Four-Rear-Wheel DRIVE is available without priority or ration release. 
COMES COMPLETE WITH 8 NEW TIRES. Mail the coupon today for full descriptive data 
and performance details. 


IDEAL FOR: Logging © Mining @ Lumbering ¢ Oil Production © Lime- 
stone Spreading ¢ Sand and Gravel Hauling « Dump Truck Work « 
General Hauling ¢ Road Maintenance ¢ Street Flushing ¢ Gas and 
Oil Transport ¢ Ready Mix Concrete ¢ Coal Hauling ¢ Bulk Milk Hauling 









The ODT, recognizing the importance of the 
THORNTON Foxr-Rear-Wheel DRIVE, allots 8 new 
tires with each Thornton unit. You get them for 
your truck when the unit is installed. 














Carries 100% more payload. 
- a a 








FREE: Mait the coupon for de- 
scriptive foldersand full details about 
the Thornton Four-Rear-Wheel Drive. 9 —~—=— 





Yi 


Ovt-pulls, outlasts, ovt-maneuvers stand- 
ard trucks costing double or more. 
7 e & 


Two-speed gear case increases tractive 
effort or rim-pull more than 100% over 
standard truck. 


Owners vapiest euntien up to 40% on in- 
vestment .. . 30% on operating costs ... 
35% on upkeep expense. 

. a. e 


Provides better flexibility and load flotation. 
es a e 


Six wheel brakes assure greater driving 
‘ * . 


a 
Saves on tires .. . gasoline... oil... 
wages and time. 

a 


* e 

The heart of the THORNTON 
DRIVE is the exclusive 
THORNTON Automatic-Lock- 
ing DIFFERENTIAL which 
gives both axles POSITIVE 
DRIVE and DIFFERENTIAL 
ACTION without “axle fight.” Available 
as replacement in many standard trucks. 
Write for details. 














z mr 2 ood 
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Thornton Tandem Co. 
8701 Grinnell Avenue, Dept. 39, Detroit 13, Michigan, U.S.A. 


Please send me catalog of facts on changing my 11-2 ton 
truck into a heavy duty truck. 











Year. 











THORNTON 4-rear-Whee: DRIVE 3 

_ INCORPORATES A Beets 
THORNTON tocking DIFFERENTIAL ei 
ALSO AVAILABLE FOR TRUCK AXLES an 


NDS 
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You can change patterns quickly and easily with 
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PHILBRICK . 


va 
) 


Generated 
Type 


and only one pair of 
head bodies is needed 


When the pattern is to be changed you simply 
loosen the screws, remove the present knives 
and put in the ones desired. No clamps, holders 
or gibs to change or adjust. Change can be 
quickly and easily made, and the machine is 
back in service again in but a fraction of the 
usual time. 


HEADS are made of Heat-treated Alloy Steel, 
accurately machined, and dynamically balanced for 
smooth operation at any speed. Simple construction 
keeps them strong, rigid, and long in service. 




















ESTABLISHED 1840 


TRACE ARK 


BEG.U.S.PAT, OFF 


KNIVES are made of 


Dissteel or High Speed 
Steel, according to 
particular needs. They 
hold as firmly when 
worn as when new, and 
pattern is maintained for 
life of knife. Supplied in 
many patterns, including: 


Flooring 

Shiplap 

Double Shiplap 
“V"’ Ceiling 
Ladder stock 

Bull nose casing 
Shelving 

Stepping 

Corn Cribbing, and 
many others 


Ask your Disston distributor for illustrated folder, which contains complete informa- 
tion, including operating charts, patterns, sizes and prices. Or write to us direct. 









HENRY DISSTON & SONS, INC., 625 Tacony, Philadelphia 35, Pa., U.S.A. 
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IN THE LUMBER YARD 
INCREASES 











“WOT TO MAKE INSTALMENT SELLING 
AN INTEGRAL PART OF YOUR 
MERCHANDISING PROGRAM, 

ON ee 


WAY OF BUYING...” 


~~ SS eee NS Yee or 


@ The American Way of buying—is instalment buying—whether it 
be automobiles, radios, refrigerators, washing machines or what not. 
The great mail order houses, long cash and carry, have recognized 
this great truth for they too, now offer easy payment terms on 
purchases of ten dollars and up. For the lumber yards to ignore 
this American Way of buying is to lose thousands of dollars of 
sales they could just as well have. 





There is an ABC office located conveniently near to serve your needs. 
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Mr. DEALER YOU COME FIRST! 


Fordyce and Crossett know what you’ve been up against since 
Pearl Harbor. Operating a retail lumber business without 
lumber has been no picnic. _ 

That you've been able to carry on is a tribute to yous. 
resourcefulness, to your belief in your calling and to your 
patriotic faith that Victory would give you the chance to resume 
where you left off. : 

Knowing you for the loyal customer you always Rave been, . 
it has not been easy to say no when you've come to us, some- 
times in desperation. But nothing about war is easy. It’sa grim 
business and, being that, it has had to be gotten on with to 


the exclusion of every other factor. That’s why our output 


has had to be 100 per cent for war... that’s why we have had 


none for you. 
But now... with the enemy on the run, with the tide of victory 
' sweeping in, the day we can serve you again is definitely nearer. 
Anticipating that thrilling hour, our word to you is this: that 
the moment Uncle Sam says, “All clear” on lumber for the' home 
front, you, Mr. Dealer, come first ...in what you need for homes, 


in what you need for farms, in what you need for industry. 


FORDYCE-CROSSETT ce a Co. 


FORDYCE, ARKANSAS " CROSSETT, ARKANSAS © 
Distributors for 


FORDYCE LUMBER CO., Fordyce, Ark. * CROSSETT LUMBER CO., Crossett, Ark. 
Manufacturers of Arkansas Soft Pine, Royal Oak Flooring, Royal Oak and Gum Trim and Mouldings, Wolmanized Lumber 
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What Do Our Servicemen 
Want After the War? 


The public press has been full of articles about 
the readjustment of servicemen to civilian life. 
Writers talk about the ‘““American fighting man”’ 
and probe and search for some peculiar quality of 
mind or spirit that makes him different—sets him 
apart from his fellow man. 

We are led to believe that every returning 
soldier, sailor or marine will constitute a difficult 
psychological problem — that our own common 
sense is not a reliable guide to our dealings with 
these men. Some of the writers and psychologists 
would have us believe that we must follow a rigid 
set of rules in handling these veterans and re-em- 
ploying them. 

To our mind this attitude represents a big dose 
of prefabricated hokum. The “American fighting 
man”’ is not a breed apart. He is a banker or a 
mechanic, a lumber dealer or a truck driver. He 
is the kid who used to live next door to you—or 
the man who worked in the grocery store down 
on the corner. 

You can’t standardize him or type him. You 
can’t, without offending him, call him “‘GI Joe.” 
Remember that he is fundamentally a civilian and 
only temporarily a fighting man. 

We are not minimizing hw importance. We're 
emphasizing it. When you realize that the service- 
man is basically an ordinary sort of guy, his sacri- 
fices and his loyalty assume even greater signifi- 
cance. 

The war has changed him. Of course it has. It 
has matured him and saddened him and given 
him a new vision. But he is still an individual— 
not a member of a new class. 

One of the best reports on what servicemen 
overseas are thinking was issued recently by 
W. M. Kiplinger, whose Washington Letter so- 
licited correspondence from men on the fighting 
fronts. More than 400 letters were received and 
Mr. Kiplinger digested them for his report. It is 
not a poll. It may not even be a typical cross sec- 
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tion of servicemen’s views, but it is an insight into 
what many of them are thinking. Here are the 
high points of the letters as summarized in the 
report: 

“They want to get the war over with and get 
back home. 

“They hope that things at home will not be 
changed too much. 

“Most of all they want jobs, and some are 
afraid they won't get them. 

“They think lots of people at home have been 
making ‘big dough’ out of the war, in contrast 
with service pay, and this irks them. 

“They curse out strikes and strikers. They say 
they are not anti-labor or anti-union, but they 
don't like strikes at home when they are fighting 
abroad. The gripes on this particular subject are 
the most numerous, the most profoundly profane. 

“They believe in a hard peace for Germanyw 
Japan. They growl over news reports of .--f 
ment for German prisoners in this cocuis;;. 

“They wonder whether the officials at home 
are doing their utmost to prevent «nother world 
war. They seem anxious and doubtful. ‘We are 
winning the war, but we aren't so sure about the 
peace.’ + 

“They don’t like the ads which puff some prod- 
ucts as doing their bit for war. They say ‘nuts.’ 

“They don’t like the movies which pour exces- 
sive glamour out upon the fighting man. They 
say ‘bilge.’ ; 

*‘Many are fed up with rules and regulations. 
They accept Army. and Navy regulations, and 
gripe about them, but they also extend the gripe 
to governmental rules and regulations which they 
fear they will have to face in civilian life. ‘I don’t 
want government regulating everything after | 
get back.’ 

*‘Many of the men are worried about getting 
a house when they return. They hear that houses 
are scarce, and they say that they hope someone 
gets busy and builds some which they can afford. 
‘My girl and I want five rooms, and we don't want 
to pay too much.’”’ 
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Exterior views of two of the retail outlets operated by Midland 
Building Industries, Inc. About 15 years ago this firm began 
enlarging and modernizing the interiors of the 42 yards they 
operate. Exteriors are scheduled to receive more modernization 
as restrictions are lifted and materials become available. 


Midwest Firm Charts Course 


For Good Management 


Consistent annual appraisal of market, careful person- 
nel training and sound merchandising program assures 
maximum efficiency for progressive Indiana firm. 


their physical plant, personnel and methods of mer- 

chandising to conform to the best interests of them- 
selves and the retail lumber industry as a whole, has proven 
very profitable for Midland Building Industries, Inc., of 
Indianapolis, Ind. This 55-year old firm, operating 42 
retail yards in Indiana, went so far this spring, as to 
change the name from Wilkinson Company, Inc. to the 
present title—Midland Building Industries—because of- 
ficials of the company want consumers to think of their 
firm first when they think of building, plus the fact the 
company is also expanding its millwork manufacturing 
and jobbing, wholesale lumber and allied building mate- 
rials departments. 

The retail lumber store and salesroom idea began to 
permeate the thinking of this organization more than 
15 years ago. Since that time a program of yard im- 
provement and interior modernization has been carried 
out. Wartime restrictions halted any elaborate struc- 
tural changes in yard buildings, but prior to the war 
the interiors of all 42 small town outlets had been com- 
pletely modernized, regardless of the size of the point. 

When the lumber store alterations were just started, 
one of the cardinal rules set down was that all shelves 
must be kept neatly filled, displays must be clean and 


|, “ae RANGE PLANNING plus gradual conversion of 


The Martinsville plant of Indiana Demountable Housing, Inc., 
owned and operated by Midland Building Industries. During 
the war this plant has been operated continuously producing 
many items for our armed forces, such as prefabricated bar- 
racks, storage warehouses, partitions and equipment, ammuni- 
tion boxes and all types of shipping containers. Special 
millwork and high grade wood specialties will be manufactured 
here after the requirements of the armed forces are filled. 
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Here are three views in the head offices of the firm. Above 

is the western pine room, a demonstration of the ultimate in 

pine paneling. Above at right is a stairway, displaying stock 

stair parts. The office at lower right demonstrates the use of 
knotty pine. 


renewed regularly and that yard exteriors must be kept 
clean and well painted. This idea was considered so 
important by company officials that several years ago 
one man was assigned the task of assisting yard man- 
agers with displays, show card lettering and merchan- 
dise pricing, arranging merchandise, keeping buildings 
decorated inside and out, plus cutting the grass and 
weeds. 

Although some retailers would feel that attractive 
sales premises plus good management and promotion 
would do the job, officials of this company do not stop 
there. A detailed market survey of all 42 retail yard 
trading areas was made last year. Using U. S. Census 
figures on population, farm homes and urban homes, a 
detail on the potential dollar volume in each area was 
worked out. Tables were prepared showing the man- 
agement what condition the average home, farm build- 
ing and business building is in. For example, average 
roof areas, paint areas, etc., were figured to give the 
potential volume of such business in the area. All such 
figures on new construction, remodeling, repair and main- 
tenance added up to the total potential lumber yard 
volume in each area. 

The figures were further broken down to give the 
estimated volume going to other lumber dealers, but— 
most important of all—figures were assembled for each 
point on the estimated dollar volume of retail yard busi- 
ness going to outlets outside the lumber trade and out- 
side the territory. . Using these figures as a basis, quotas 
were accepted by each retail yard manager for all lines 
carried—everything from lumber to wallpaper. Every 
month a tabulation reveals how each outlet is operating 
in relation to its quota of the various lines carried. 


Wallpaper, Plumbing Pay Dividends 


Three years ago wallpaper was added as one of the 
lines to be handled in all yards. This did not consist 
solely of putting a wallpaper sample book on the display 
floor. An aggressive, consistent promotion campaign has 
developed wallpaper into such a profitable item, the man- 
agement would not consider eliminating this line now. 

Another interesting experience Midland Building In- 
dustries have had with allied lines concerns plumbing. 
It started when bottled gas became common for cooking 
use in small town and farm homes. Some of the yards 
began to service these accounts and then discovered many 
of their customers wanted to install water heaters. In- 
Stead of sending the customers to someone else to get 
the water heaters and the installation material and labor, 
this firm arranged to satisfy that trade. This has grad- 
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Above is the Princeton, Ind., yard and below is a view in the 

display rooms of the Princeton yard. Judicious use of the 

lumber and building materials stocked by the firm do a much 
better selling job to customers than photos or samples. 
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ually grown into a profitable plumbing business in many 
of the yards and is being expanded. Company officials 
are seriously considering the addition of several more 
lines of equipment and services for urban homes and 
farmsteads. 

Running 42 lumber yards efficiently and profitably re- 
quire a definite plan of operation, worked out in coopera- 
tion with the yard managers. 


Program for Management 


Walter Stevens, superintendent of the Yards and his 
assistant, Ed. H. Justice, in their sales program for 
1945, set up a program with six major headings as 
follows: 

1. Outline of Operations.’ This includes a statement on 
the objectives of each manager, an organization chart 
for each yard showing the duties and responsibilities 
of each employee, a trade area survey and estimated 
potential volume, keeping a record of dollar as well 
as unit volume, cost and profit breakdowns, etc. 

2. Commodities to be Merchandised. This includes ar. 
analysis of lines carried and possible additions. 

3. Sources of supply for Merchandise. A plan for pro- 
curement of merchandise in the most economical 
manner. 

4, Inventory of Yard Personnel. This includes an ap- 
praisal of employees and the duties being performed, 
plus help for yard managers in obtaining new em- 
ployees. 

5. Adequate Sales Promotion. This is the company’s 
plan for advertising and other merchandising tools to 
be used by managers. 

6. Evaluation, Measurement and Inspection Checks. A 
plan to help managers in their bookkeeping and fiscal 
problems. 

Mr. Stevens and Mr. Justice keep in very close touch 
with all their yard managers. The various points are 
set up in five groups based on dollar volume and fre- 
quent meetings of each group are conducted regularly— 
every three or four weeks. All problems are brought up 
for open discussion and the free exchange of ideas is 
always encouraged. 


Teach Sales Course 


The National Retail Lumber Dealers Association course 
in “Tested Selling Methods” has been used consistently 
by Midiand Building Industries with very good success. 
Mr. Stevens feels that “Tested Selling Methods” or some 
such similar sales course is an essential part of the 
training of every retail lumber dealer, whether he be 
a line yard manager or an independent operator. 

The yard managers receive salaries which permit them 
to live well in their communities and to assume their 
proper place in civic and social activities and each man- 
ager is also paid a bonus in conformity with the sales 
and management job turned in. 

Several times each year sales contests are conducted 
for the yard managers with cash prizes to winners. This, 
plus other ideas, carry out the intention of the firm to 
give each of its yard managers plenty of incentive to 
get out and do a good job for the company, for the 
industry, and for themselves. 

Every member of the Midland Building Industries con- 
nected with the retail yards is urged by the company 
to take an active part in their retail trade association 
work. Attendance at association meetings is a “must” 


The photos on these two pages illustrate what this firm has 
done in the way of modernizing the interiors of their retail! 
yards. Most of these outlets are located in small towns and 
although the arrangements are not elaborate—nor the rooms 
large, they demonstrate graphically the possibilities in moderni- 
zation in small town retail lumber yards. 
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because the entire management staff strongly believes in 
the value of good associations. Mr. Stevens is now serv- 
ing his third 3-year term as director-at-large on the 
board of the Indiana Retail Lumber and Builders Supply 
Association. The firm also maintains membership in the 
National American Wholesale Lumber Dealers Associa- 
tion, the National Association of Manufacturers and the 
regional Sash and Door Jobbers Association. 


Attractive Main Office Display 


A. visit to the main offices of Midland Building Indus- 
tries in Indianapolis proves how: completely company 
officials believe in neat display of lumber and allied build- 
ing materials. Any person, no matter how remote his 
thinking may be on building and the materials involved, 
will be impressed by the fine work displayed there, 
regardless of what office he may happen to enter. Photos 
accompanying this article illustrate some of the work. 
Lumber, plywood, insulation board and plaster are all 
presented in a wide variety of applications, which are 
not only attractive but educational. 

Although several executives have been with this firm 
practically all their lives, they do not tolerate old-time 
thinking or methods in conducting the business. L. W. 
Holbrook, president of Midland Building Industries, Inc., 
was associated with the Shevlin-Carpenter-Clark Co. for 
many years before joining the firm in 1927. Samuel D. 
Nelson is assistant to president Holbrook. Walter R. 
Foltz, vice president and treasurer, C. L. Schaab, sales 
manager, wholesale lumber department, and T. R. Black, 
general manager, all became associated with the com- 
pany at the turn of the Twentieth Century—Mr. Foltz 
as an assistant in the executive offices, Mr. Schaab as 
manager of the company’s southern mills, and Mr. Black 
as a helper in one of the retail yards. George N. Ross 
is secretary and assistant treasurer and Horace T. 
Mathews is comptroller. 


Pass Along Ideas, Plans 


Walter Stevens, superintendent of the retail yards, and 
his assistant, Ed H. Justice, state emphatically that their 
competition is not other lumber dealers but is very defi- 
nitely made up of other retail outlets, whose major lines 
do not constitute lumber or building service, but who are 
gradually adding more and more competing lines that 
belong in retail yards. For that reason they want all 
retail lumber dealers to know they have no qualms about 
passing along helpful merchandising hints to anyone in 
the trade. 

In addition to operating an outstandingly successful 
retail lumber yard business, Midland Building Industries 
manufacture and wholesale a complete line of standard 
woodwork, operate a wholesale lumber division, are pre- 
paring to expand their woodworking activities to provide 
special millwork and manufactured specialties of wood 
and also conduct an advertising and sales promotion de- 
partment to assist all their dealer-customers in adver- 
tising and selling. The millwork, wholesale lumber and 
service departments now cooperate with retail lumber 
dealers throughout Indiana, Ohio and Tllinois. 

During the war, the woodworking plants of Midland 
Building Industries have been filling military orders for 
wooden containers, storage bins, office partitions, pre- 
fabed houses and barracks and other items. As a result 
of their fine production records, the firm was awarded 
the Class “A” Quality Control Rating June 16, 1944. 


One man in this firm’s organization is assigned to the task 
of keeping the retail lumber yard stores clean, the ‘shelves and 
bins neatly filled and clean. He also assists local managers in 
arranging floor and window displays as well as helping with 
advertising promotion. Keeping the yard exterior well main- 
tained, grass and shrubbery trimmed and exterior signs in good 
condition is a definite assignment in this successful firm’s 
organization. 
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EVENTY PERCENT of all lumber 
dealers recently polled by AMER- 

* ICAN LUMBERMAN have indi- 
cated that they plan to make some im- 
provement in the buildings and plant 
from which they operate their busi- 
ness when relaxation of wartime re- 
strictions permit them to do so. About 
19 percent of these dealers have their 


“/wo-Thinds of Nations Lumber 
Ketaterw Will Moderntze 


When seventy percent of the 


nation’s 


lumber dealers indicate they are making 


plans to 


remodel _ their 


buildings and 


plants it shows that they are getting ready 
for the postwar market. 


plans for building or remodeling all 
completed and ready to be put into 
effect, while another 48% percent are 
working on such plans right now. 

It is significant to notice that 70 
percent of those dealers who feel that 
their present facilities are adequate 
have either remodeled them or built 
new within the past 10 years. More 


than half of these were modernized 
within the past five years, a remark- 
able. number in view of wartime re- 
strictions which have been rather 
prohibitive for at least three of those 
years. 

What are the conclusions to be 
drawn from these facts? Just this: 
that the retail lumber merchants of 





Here's the Way Dealers Plan 


20.7% plan to build new facili- 
ties 


Of these: 


32% plan new salesroom 
25% plan new sheds or warehouses 
43% plan both 


Of above group: 


18% have plans completed 
47% are working on plans 
35% will start plans soon 


They will spend: 


50% $5000-$8000 

20% $10,000-$15,000 

30% $20,000-$30,000 

One will spend $75,000 on fire replace- 
ment 


They are located: 
: 54% shopping district 


28.5% edge of town 
17.5% both yard and downtown store 


Will locate new store: 


67% on present site 
88% on new site 
* 


41.46% plan to remodel present 
facilities 

Of these: 

47.06% will remodel salesroom 

41.18% will remodel sheds or ware- 

houses 
11.76% will remodel both 
Of above group: 


20% have plans completed 
50% are working on plans 
30% will start plans 


They will spend: 
25% $1000-$2000 


“17% + $2500-$4000 


9% $5000 

32% $6000-$10,000 
7% $15,000 

10% $25,000 or more 


8.53% will combine new construction with remodeling 


It 


29.31% say present plant is ade- 
quate with minor repairs 


These were built or remodeled: 


40% within last 5 years 

30% betwen 6 and 10 years ago 
13% between 11 and 15 years ago 
13% between 16 and 25 years 
4% more than 25 years ago 


The sizes of these are: 


22.23% 500 square feet or less 

22.22% between 600 and 1000 square 
feet 

16.67% between 1200 and 1500 square 
feet 

22.22% between 3000 and 4200 
square feet 
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the nation are equipping themselves 
to do the most aggressive sales job 
they have ever attempted. The lum- 
ber yard is in its final stage of evolu- 
tion from a storage space where those 
who wanted something could come to 
buy, to a merchandising headquarters 
that is surpassed by no other retail 
establishment in its modern selling 
inethods and attractive appearance. 


The idea of the lumber dealer as 
the complete service home building 
headquarters was conceived in the 
AMERICAN LUMBERMAN offices 
as a gleam in an editor’s eye, and 
has been nurtured through various 
stages of development until such 
methods have passed from isolated 
examples to where, in the postwar 
period they will become general prac- 
tice in the trade. 


In equipping themselves for this 
task lumber dealers are doing an all- 
inclusive job. Of those who plan to 
build new establishments the survey 
returns show that 43 percent are go- 
ing to build both a sales headquar- 
ters and new and more efficient ware- 
house facilities. A new salesroom 
alone will be a project for 32 percent 
of them while just 25 percent will 
devote their effort and capital to the 
sheds and warehouse alone. 

Of those who plan to remodel their 
present establishments, 47.06 percent 
will confine their efforts to the sales- 
room, while 41.18 percent will work 
on their sheds and warehouses, and 
nearly 12 percent will modernize both. 

Half of those who will build new 
expect to do the project for a $5000 
to $8000 figure. Then it jumps to the 
higher cost brackets and 30 percent 
say they will spend $20,000 to $30,000 
on such buildings. Twenty percent 
are in the $10,000 to $15,000 bracket, 
and one response indicated that $75,- 
000 would be spent to restore a lum- 
ber dealer establishment destroyed 
by fire. 

Remodeling costs are more conserv- 
ative, and 32 percent of those who 
will do this work indicate that $6000 
to $10,000 is what they will spend on 
their stores and warehouses, bringing 
them up-to-date. Twenty-five per- 
cent will invest only $1000 to $2000 
and another 17 percent strikes $2500 
to $4000 as their anticipated expen- 
diture. The remaining estimates ran 
as high as $40,000 to be spent in 
one lumber yard for remodeling. 

The figures on these pages are a 
guide to the thinking of other prog- 
ressive lumber dealers concerning 
their contemplated expenditures, and 
the extent of the facilities they ex- 
pect to install as improvements in 
their business houses. They can 
serve as a check sheet to others who 
are contemplating such a step, and 
will indicate their degrees of conform- 
ity with the general trend. 
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Garage Every 


"LL take the garage with the 
| green roof.” “Send me the ga- 
rage with the shake siding.” 
These are not the requests of ec- 
centrics to the Watson Construction 
company. This company, which is in 
the business of prefabricating garages 
on a mass production scale, conducts 
what might be called a “help your- 

self” garage service. 

The garage is of attractive design 
and sturdy construction, 12 feet wide 
and 20 feet long, and can be had in 
either shake or cedar siding. The 
sloped roof is made of twenty-year 
composition shingle in a color of the 
customer’s own choice. There is an 
overhead, balanced door and one win- 
dow. The design is flexible enough to 
allow for individual specifications in 
the number and placing of the win- 
dows and the door. 

A protective coat of paint is given 
to the garage before it leaves the 
shop. Final coats of paint are put 
on by the owner. The garage is de- 
livered by truck within a 10-mile ra- 
dius of the city. It is set up on a 
floor previously put in by the owner. 
When the floor hasn’t been poured, 
the garage is simply blocked up until 
such time as it is. 

Each garage sells for $199.99 to 
conform to the government restriction 
which sets the price at less than 
$200. Financing can be arranged 


THIS 
) BUILT 





TO MATCH 


GARAGE 
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through FHA title I. As little as 
$5.00 down and $5.00 a month are ac- 
ceptible terms. 

According to Mr. Watson, orders 
have been pouring in. The sturdy 
construction of the garages and their 
leasing lines have extended their use- 
fullness beyond that of housing ve- 
hicles. They are being ordered for 
barns, shops, vegetable stands, field 
offices, and even temporary living 
quarters. One man wanted a number 
for an auto camp. 

Mr. Watson conceived the idea that 
an attractive garage of adequate pro- 
portions could be constructed for 
around $200, provided enough orders 
were secured to maintain a steady 
flow of production. Such an enter- 
prise seemed timely in view of the 
fact the government had not permit- 
ted the construction of attached ga- 
rages since June 30, 1942. Therefore, 
using the automobile industry as a 
model, Mr. Watson and his associate, 
John L. Hudson, proceeded to give 
material form to the idea of an inex- 
pensive yet architecturally attractive 
garage. Early in 1945 they installed 
their machinery and office force in an 
old wooden building in Portland, Ore. 
Thirty days later they began produc- 
tion. At present they are constructing 
20 garages a day, and their setup al- 
lows for unlimited expansion. 
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OOPERATIVES, buying and sell- 

ing at cost for their patrons, 
have no income, says the Nationai 
Association of Cooperatives. Court 
decisions have recognized that when 
a corporation obligates itself to re- 
turn all or part of net margins to 
patrons these refunds are not in- 
come to the corporation, but income 
to the patron. 

Therefore, since it is impossible to 
tax income where no income exists, 
the National Tax Equality Associa- 
tion’s contention that “income” of the 
cooperatives should be taxed is fund- 
amentally illogical and flouts the 
16th amendment. “The right to 
charge off patronage refunds,” con- 
tinued R. Wayne Newton, manager 
of the National Association of Co- 
operatives, “is not limited to cooper- 
atives; it is equally open to all cor- 
porations and is almost universally 
in use by other businesses in the 
form of trade discounts. Some 
500,000 partnership businesses and 
2,000,000 sole proprietorships and 
business ventures are free from cor- 
poration income taxes,” Mr. Newton 
pointed out. When NTEA contends 
that all business should be taxed 
alike, he continued, it proposes only 
to increase taxes on cooperatives, and 
says nothing of imposing taxes on 
all business that does not now pay 
income tax. 

Cooperative interests also show 
that dividends returned to farmer 
customers keep profits and buying 
power in the country among the farm 
and small town people. The same 
profits, if earned by a large private 
concern would be moved to a city 
headquarters and further concentrate 
buying power and capital there. 

The sale of the Red River Lumber 
Company holdings in Westwood, 
Calif. entered into the discussions. 
The National Association of Cooper- 
atives partially refuted the National 
Tax Equality Association’s claim that 
the sale of this company to the Fruit 
Growers Supply Co., a subsidiary of 
the California Fruit Growers’ Ex- 
change (a cooperative) would cause 
a tax loss to the Federal treasury 
of $900,000 annually. “The Fruit 
Growers Supply Co. is a stock com- 
pany whose ownership is in the hands 
of members of the exchange, but it 
is a wholly separate business organ- 
ization, and is not exempt from either 
Federal or State income taxes. It 
pays both on profits made on mill 
sales of lumber and lumber products 
to non-stockholders. Sales to mem- 
bers are adjusted to cost by means 
of refunds,” according to the NAC 
report. However these sales to mem- 
bers will probably comprise the major 
portion of the business. 

The degree of difference between 
co-ops and old line business is small 
in the eyes of the co-op interests. 
“The term ‘cooperative’ describes only 
the goal or purpose of for which 
certain businesses are organized and 
conducted,” they say. “Any corpora- 
tion or partnership, proprietorship or 
business venture can qualify as a co- 


TAX EXEMPT 


operative. All that is necessary is to 
make the realizing of savings by its 
patrons its major objective. 

“Many profit seeking businesses 
have an abiding interest in the sav- 
ings realized by their patrons. Many 
accept lower profits than competitors 
to show greater savings to patrons. 
Co-ops reverse the process. They set 
aside a limited return to the investors 
and assure the patron a share of all 
the remaining operating margins. It 
is a difference of purpose and degree 
rather than a method of operation.” 





COMPARISON OF TOTAL TAX BILL OF BUSINESS INTITUTIONS 
WITH COOPERATIVE CORPORATIONS INCLUDING TAXES 
PAID BY RECIPIENTS OF PROFIT DISTRIBUTIONS 

(BASED ON $100,000 PROFITS) 
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ae Corporate Income Taxes 


Individual Income Taxes Paid By Recipients 
Of Profit Distributions 


Profits After Taxes Distributed Or In 
Surplus Reserves 


NOTE: Cooperatives may pay dividends in forms other than cash and retain 


all profits after taxes in surplus reserves. 


In this event, recipient would pay 


taxes out of individual funds if he reported his stock dividends. He seldom does. 
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CO-OPERATIVES 





D ECLARING that corporations and 

partnerships pay from three to 
25 times as much Federal income tax 
as cooperative associations, B. C. 
McCabe, president of the National 
Tax Equality Association advanced 
refutations of claims made by co- 
operative interests. 

“It is true, of course,” said Mr. 
McCabe, “that partnerships and _ in- 
dividual proprietorships are exempt 
from payment of Federal corpora- 
tion taxes, just as farmers’ cooper- 
ative associations are exempt. It is 
entirely incorrect, however, to assume 


from that fact that partnerships and 
individual proprietorships pay no 
more Federal income tax than farm- 
ers’ cooperative associations. 

“It is correct; also, that consum- 
ers’ cooperative associations are liable 
for Federal corporate taxes on the 
same basis as regular corporations. 
But it must not be assumed that such 
consumer cooperatives actually pay 
Federal income taxes on all their 
earnings in the way that regular 
corporations do. 

“The fact is that the individual 
proprietor of a business, or the part- 
ners in a business, pay full Federal 
income tax, as individuals, on all of 
the earnings of the business, includ- 
ing such sums as may be retained 
for reserves. They are exempt from 
corporate income taxes only because 
they are not corporations—but the 
total levy against them is very close 
to the total amount paid by a cor- 
poration and its stockholders under 
present system of double taxation. 

“On the other hand, a farmers’ 
cooperative association, whether cor- 
poration or not, is totally: exempt 
from Federal income tax if it regis- 


ters under Section 101 of the Inter- 
nal Revenue Code, or is mostly ex- 
empt if it chooses not to register, 
while a consumers’ cooperative asso- 
ciation, however liable it may be for 
Federal income-taxation of its earn- 
ings, is able to escape the greater 
part of such payment by the simple 
device of distributing most of its 
earnings in patronage dividends, 
either in cash or other evidence of 
equity, which the Treasury Depart- 
ment and some of the courts have 
fallaciously considered as deferred re- 
funds in decisions based on ‘mutual 
trading’ practices.” 

On total earnings of $100,000 a 
year, McCabe pointed out, an ex- 
empt farmers’ cooperative would pay 
no Federal income tax, though its 
members individually would be li- 
able for $15,120 tax on patronage 
dividends they received. 

A non-exempt farmers’ cooperative 
would pay $2500 on the amount dis- 
tributed in dividends to stockholders, 
and the patrons would be liable for 
an additional $20,475 on patronage 
dividend receipts, “though experience 
shows that a very small proportion 
of such patronage dividend receipts 
is actually: reported for Federal tax- 
ation.” 

A city consumers’ co-op would pay 
Federal income tax only .on_ the 
amount distributed in regular divi- 
dends to stockholders—a total of 
$2500 on earnings of $100,000. 

On the other hand, a corporation 
making the same $100,000 _ profit 
would pay $68,381, McCabe said; an 
individual proprietor would be liable 
for payment of $67,320 in income tax, 
and a partnership of two individuals 
would pay $53,640. 





COMPARISON OF TAXES PAID BY BUSINESS INSTITUTIONS 


WITH SPECIAL TYPES OF COOPERATIVES 


INCLUDING TAXES PAID BY RECIPIENTS OF PROFIT DISTRIBUTIONS 


Total Profits Before Taxes.................. 
Federal Income and Excess Profits Taxes..... 


Protea: Rr Tews. 6 es ee 
Susp: DOMMES Oe iis tae 


Dividends to Owners or Patrons............ 
Taxes Paid by Recipients of Profit Distributions 


Net Profit to Individual Owners or Patrons. .. 


Total Profits Remaining After Taxes (Including Surplus 


Reserves) 






Tolle Fale he is a. end el Fi ees 


Business Institutions 


Cooperative Corporations 


















































Individual Partnership Business 

Proprietor- (2 indi- Corpora- = Exempt Non-Exempt Consumer 
ship viduals) ation Farmers Farmers (City) 

as oe $100,000 $100,000 $100,000 $100,000 $100,000 $100,000 
Tented None None 65,000 None 2,500 2,500 
eae eee $100,000 $100,000 $ 35,000 $100,000 $ 97,000 $ 97,000 
een Foe None None 18,900 28,000 None None 
Pug a $100,000 $100,000 $ 16,100 $ 72,000 $ 97,000 $ 97,500 
Soe EPS 67,320 53,640 3,381 15,120 20,475 None 
cia nsag $ 32,680 $ 46,360 $ 12,719 $ 56,880 $ 77,025 $ 97,500 
$ 32,680 $ 46,360 $ 31,619 $ 84,880 $ 77,025 $ 97,500 
aie $ 67,320 $ 53,640 $ 68,38! $ 15,120 $ 22,975 $ 2,500 
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Let’s Be 


Frank About 
Building Codes 


EVISION OF THE BUILDING 
R CODE is part of the postwar 

plan of many cities and of some 
states, many of which now have such 
a program under way. Where un- 
necessary restrictions handicap 
building construction or improper 
regulations penalize the use of a 
material these revisions should be 
encouraged. 

Several national organizations, in- 
cluding the U. S. Chamber of Com- 
merce, the Producers’ Council and 
architects and builders organizations, 
have encouraged their local chapters 
to undertake or initiate studies of 
their local codes to determine whether 
amendments are needed to provide for 
anticipated postwar construction. 
Such a critical examination now is 
constructive and foresighted, but it 
does not necessarily mean that all 
of these codes should be revised. 

Some codes do need liberalizing. 
A currently popular reason given for 
code revision is to provide for war- 
developed materials and new con- 
struction methods. That is desirable, 
but attention should be given also 
to liberalizing existing restrictions 
governing old standard materials and 
methods of construction. Lack of 
uniformity between various cities in 
regulating the engineering design 
details for any given material is an- 
other reason. If a given grade of 
structural lumber qualifies for 1,700 
pounds per square inch for fiber 
stress in bending, it should be so 
accepted by all cities for this stress. 


Purpose of a Building Code 


In preparing a building code, the 
fundamental reasons for such legis- 
lation should be kept constantly in 
mind; otherwise unjustified restric- 
tions may creep in and defeat its 
purpose. It has been aptly stated 
that the purpose of a code is to 
“prevent people from getting hurt.” 
This means structural adequacy and 
reasonable fire safety. When adopted, 


Chicago, Ill.—L. P. Keith, 176 W. 
Adams Street 


New Orleans, La.—W. H. Scales, 
550 Canal Building 


New York, N. Y.—F. H. Alcott, 
651 Graybar Building 


San Francisco, Cal—J. E. 
Mackie, 278 Monadnock Build- 
ing 

Washington, D. C.—J. G. Shope, 
1319 18th Street, N.W. 


it becomes a law for the city and, 
as such, should contain only those 
provisions which are proper under 
the police powers for “public safety” 
and which can be enforced legally. 

A code should be kept free of pro- 
visions which, while they might con- 
tribute to the moral well being of 
those who are financially well off, 
would penalize unnecessarily those 
who are not so able to pay. Codes 
should not require buildings to be 
stronger than necessary nor should 
they require buildings to have more 
fire protection or fire resistance than 
needed to make them adequately fire 
safe. 

The mere fact that a building is 
constructed of incombustible mate- 
rials does not guarantee that it is 
fire-safe, nor does the fact it is built 
of lumber mean it is unsafe. In- 
combustibility is not a true meas- 
ure of the resistance of any struc- 
tural material to fire. The unex- 
pected buckling of an unprotected 
steel girder or column exposed to 
fire might be far more disastrous 
than the surface charring of a wood 
girder or column under the same con- 
ditions. The most fireproof building 
would not be fire-safe, if it had in- 
adequate exits, or if its exits were 
not properly enclosed so that they 
would be usable in case of fire. 

Obviously building codes should not 


be used as a vehicle to promote the 
use of one material by penalizing an- 
other whose use has been well estab- 
lished. Neither should they contain 
provisions that are merely labeled 
“good things.” Stick to the “public 
safety” angle as a measuring rod. 


Codes Influence Construction Trends 


Few people in any city are familiar 
with the requirements of its building 
code, yet the code has a profound 
effect on the growth of the city and 
the activities and well-being of many 
of its inhabitants. If the general 
building regulations are too restric- 
tive, they may result in new construc- 
tion moving to the undeveloped areas 
just beyond the city limits or cause 
prospective industries to go to neigh- 
boring cities. In either event, there 
is a loss of taxes to the city govern- 
ment and, in the case of industries, 
a more serious loss of potential em- 
ployment. 


Codes can also cause stagnated 
areas within the city itself. Usually 
the congested high-value district of 
any city is designated as the “Fire 
Limits” in which construction regu- 
lations are properly more restrictive 
than elsewhere in the city. If this 
district in which construction is more 
expensive is unnecessarily large, it 
will generally result in run-down or 
undeveloped areas in the most valu- 
able parts of the city. A half-dozen 
or so of the smaller of our two thou- 
sand or more cities even go so far 
as to have a district in which only 
so-called “fireproof” construction is 
permitted. No advantage in basic 
fire insurance classification is gained 
by such an unreasonable regulation, 
but the greatly increased cost of con- 
struction is a definite deterrent to 
building within such a district. Any 
unnecessary regulations which pre- 
vent or retard construction within 
the high-value districts of any city . 
are a threat to its economic develop- 
ment. 


Lumbermen Should Be Interested 


Building codes do have a very di- 
rect and noticeable effect on the use 
and sale of building -materials, and 
it is natural that the manufacturers 
and distributors of these materials 
should take an active interest in every 
current revision, and also in initiat- 
ing changes in codes which contain 
unreasonable restriction governing the 
individual products. Thus the lumber 
dealer has a great deal at stake when 
his city officials are undertaking a 
building code study. No matter how 
energetic and imaginative he is in 
merchandising his product, if the city 
law prohibits or unnecessarily re- 
stricts its use, much of his talents 
and efforts are wasted. Citizens look 
to lumber dealers for guidance in 
construction matters and expect their 
aid when the city building code is 
being written. The lumbermen’s in- 
terest should be apparent to city of- 
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ficials at all times so that when a 
code study or revision is undertaken 
the lumbermen will be invited to par- 
ticipate. 


Some Specific Influences 


The lumberman’s main interest 
should be in specific details; WHEN 
and WHERE lumber may be used, 
for instance. The provisions on the 
heights of buildings, their floor areas, 
the occupancies for which various 
types of construction may be used, 
even the regulations on exits and 
stairways, those on live loads and on 
working stresses all have a bearing 
on the position of lumber and other 
materials. 

There are many cases where codes 
place unreasonable limits on the use 
of lumber-framed buildings or on the 
places in other types of buildings 
where lumber may be used. There 
are also many cases where minor and 
apparently harmless provisions when 
applied make the use of lumber so 
uneconomical that another type of 
material is selected instead. Such 
cases require careful study and an- 
alysis to determine their effect. 

Hidden away in an obscure section 
of the new code of a southern city 
is the requirement that when wood 
joists are used for apartment house 
construction they shall be protected 
with metal lath and plaster but, if 
steel joists are used, such protection 
is not required. This is absurd. Both 
types are affected by fire. This is 
simply discrimination against wood 
and the lumber dealers of that city 
are bound to be adversely affected. 


Principles of Lumber Use Need 


Recognition Too 


The auvent of timber connectors 
resulted in a more efficient system 
of timber consyruction. It has been 
widely used and proved its worth on 
millions of dollars of Army and Navy 
construction but, unless it is recog- 
nized by municipal building officials 
and permissible under their codes, it 
may not be used in construction with- 
in the jurisdiction of those officials 
and codes. , 

Glued laminated lumber will have 
to cross the hurdle of building codes. 
So will acceptance of proper design 
stresses for lumber. 


Lumber Dealers Should Take Part 


Most building codes are in process 
of preparation for two or three years 
and the preparatory work is usually 
carried out by a committee appointed 
by the city officials or by one or more 
of the local service organizations. The 
local lumbermen should be _ repre- 
sented on this committee from the 
time it starts to work, or if the 
preparatory work is being carried out 
by the city building department, as 
is sometimes the case, they should 
arrange with city building officials to 
present information to them. 

The building codes engineers of the 


National Lumber Manufacturers As- 
sociation are prepared to aid local 
lumbermen with technical details and 
other code adjustment hints, and 
offer their services and advice to 
those who are taking part in the re- 


vision of their local codes. These en- 
gineers have worked with many local 
lumbermen on similar problems with 
gratifying results. A letter addressed 
to the nearest NLMA office will bring 
quick response. 


Facing Home Cost 
Query 


Home building costs have gone up during the 

war. This article tells why, and also gives 

the lumber dealer the facts with which to 

meet the questions of the prospective home 

builder who begins to make pre-war—post- 
war price comparisons. 


G.I. Joe is going to find that home 
building costs have gone up 30 per- 
cent since he went away, and he is 
going to wonder if he can afford to 
build a new home, if it will be a 
good investment or if its cost is an 
inflated one due for a sizable drop 
later. 

Rule-of-thumb calculation shows 
that on-the-site labor cost is one 
third of the final selling price of the 
house; and that for every man work- 
ing on the job-site 1.2 jobs have been 
created off-the-site in factories and 
mines and forests etc. This all sim- 
mers down to the fact that about 
731/3 percent of total house cost 
goes into payrolls. A $6000 house 
job would put $4400 into workmen’s 
pockets. 

The conclusion is obvious: that ris- 
ing labor costs have been the’ prin- 
cipal factor in boosting home build- 
ing costs during the wartime period. 
Authoritative figures show that from 
1939. to 1943 wages in lumber and 
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basic products, stone, clay and glass, 
and contracting-construction classifi- 
cations was 73 percent. But this is 
not out of line with other manufac- 
turing industries which averaged ap- 
proximately 74 percent increase. 
However in both cases 19 percent of 
the average increase has been due 
to increased number of working hours 
necessitated by wartime pressure. In 
defense of wage earners it must be 
said that increased cost of living, and 
a greatly increased tax burden have 
necessitated much of the wage in- 
crease. 

The returning veteran must be cog- 
nizant of one further factor when he 
contemplates the increased home 
building cost. That the pattern of 
the national economy and home build- 
ing costs run parallel. The industry 
provides jobs for about 7,000,000 
workers plus the jobs it makes in the 
retail lumber and building material 
end of the business. It has no real 
conversion problem—it can get under- 
way immediately in tens of thousands 
of local communities without central- 
ized control or centralized stimula- 
tion, and provide jobs for millions. 
A drop in home prices would cer- 
tainly be accompanied by a rapid de- 
cline in wages and an increase of 
unemployment, which would be com- 
pensating factors. 

It is probable that the average 
veteran will not find generally lower 
cost homes of the same value during 
the first seven years following the 
war. Neither will those built soon 
after hostilities cease be quickly out- 
moded by revolutionary improvements 
in design and materials. 

These are the facts—facts with 
which the dealer may, with complete 
self-respect, meet the questions of 
prospective home builders who find 
prices higher than was expected. 
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Versus the Yuugle 





T SOME NAVY ADVANCE 


BASES—where jungle strategy. 


is carried out by hordes of trop- 
ical termites, molds and fungus or- 
ganisms—shelters need to be “trop- 
icalized” or they are doomed. Usually 
an advance base is not required to last 
a long period of time, but the Navy 
can’t always be sure whether it will 
be needed for a few months or a few 
years. 

For instance, the Navy may estab- 
lish one of its bases, expect to use 
it for six months, and then find that 
revised plans call for its abandon- 
ment in short order. On the other 
hand, a base where supposedly tem- 
porary canvas tents serve as officers’ 
quarters, barracks, hospitals or chap- 
els may be in use for many months. 

Naturally, looking at the forces of 
destruction conjured up by the trop- 
ics, there were some serious problems 
involved in the use of tents in the 
Pacific. Fungi and mold would attack 
the canvas, dampness weaken it, and 
it would give service for only a few 
days in some areas. Finally a pro- 
tective treatment was found for the 
canvas so it now will resist fungi, 
moli and dampness for about six 
months in tropical regions. Even 
ropes for the tents are treated, and 
metal fittings for the tents have to 
be non-rusting. 

Next problent was the tent poles. 
According to a Navy spokesman, 
South Sea termites can riddle an or- 
dinary tent pole in a few weeks. Pro- 
tective treatment was the Navy’s 
immediate answer here also. “Tropica- 
lization” of tent poles can be accom- 
plished with several types of chem- 
ical solutions, giving varying degrees 
of protection against termites, rot 


Marked by a white cross, the chapel 
of Majuro Atoll in the Marshalls is a 
canvas tent. Inside the entrance, one of 
the benches on which servicemen of all 
faiths sit during rites can be seen. A 
sign outside the tent says “Protestant 
Services 0800, Catholic mass 1650.” 
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One of the biggest problems facing the Navy in the Pacific 
was the jungle strategy carried out by termites, molds 
and fungus against the wood used for tent poles. 
Protective treating of the wood proved to be the answer. 


\ 


and fungi. If tent poles are treated 
superficially with a chemical preserv- 
ative, by the brush or dip method, 
their service life in the tropical area 
can be measurably increased. With 
pressure treatment which drives 
chemicals deep into wood fibers, tent 
poles will outlast South Sea island 
bases. 

Of the huge volume of Wolmanized 
lumber (the most widely used type 
of salt treated wood) in the South 
Pacific, more than a million feet has 
gone into Navy tent poles alone. 
Poles for the Navy tents are Douglas 
fir or hemlock in various lengths, oc- 
tagonal-shaped, and fitted with spikes 
and ferrules for ease of extension. 

Tents are fabricated for the Navy 
by manufacturers dealing directly 
with suppliers of treated lumber and 
treated canvas. The tent manufac- 
turer then combines wood and canvas 





to fit the specifications for advance 
base shelters. Canvas, pins, ropes 
and poles for each tent are packaged 
for shipping as a unit. 

Three classes of tents are manu- 
factured. The largest of the tents, 
16 feet by 40 feet, are used as shel- 
ters for sick and wounded. These hos- 
pital ward tents are the first to reach 
shore after an attack wave on. an 
island. Pyramidal tents for barracks 
and wall tents for officers’ quarters 
are the other classes used at advance 
bases. 

In some instances where the mate- 
rial is available, treated wooden floors 
are installed under the tents. This, 


too, would be a direct invitation to _ 
termite attack or decay, if the woog 
were not treated. Being “tropical- 
ized” though, the tent base is really *# 
permanent as far as the wood is con- 
cerned—for as long as it is needed. 
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FASTER .. 
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a Malt CHAIN SAW 





MALL Gasoline Engine Chain Saw. Available in many 
cutting capacities. Also Pneumatic and Electric models. 


MORE TIMBER — Cuts trees closer to the ground, MULTIPLIES MANPOWER — Inexperienced men can 
leaves shorter stumps, adds lumber to every tree. operate a Mall Chain Saw after a few instructions. 
Also lessens fire hazard. Worker's fatigue is reduced; his output increased. 


; : CHEAPER—Powerful 2-cycle Gasoline Engine starts 
FASTER — Fells, limbs and bucks pine or hardwood easily, runs all day on very little fuel. Withstands 
many times faster than hand-operated cross-cut saw. hard, continuous usage. Has stall-proof clutch and 


Readily portable—no tractors, skids or trucks needed. handle throttle. Electric Chain Sharpeners available. 


Write for name of distributor nearest you. Demonstrations can be arranged. Immediate Delivery on most models. 


MALL TOOL COMPANY e 7733 South Chicago Ave. e Chicago 19, Ill. 


Principal PORTABLE 
Cities Amn | POWER TOOLS 
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Amend Direction 5 of L-41 
For Further Reconversion 


Slightly more leeway in approving 
applications for construction projects 
needed for starting or resuming 
civilian production or services was 
announced last week by the War Pro- 
duction Board. Broadening of the 
criteria to be met for WPB author- 
ization of such construction is de- 
signed to further reconversion to the 
extent that such construction can be 
undertaken without interference with 
war production or with more essen- 
tial war-supporting activities. 

Direction 5 to the construction or- 
der L-41, as amended, sets up three 
categories of construction projects 
with criteria that must be satisfied 
within each category before author- 
ization is granted. Applications are 
still filed on Form WPB-617 and, in 
general, AA-3 preference ratings are 
designed to approved projects. 

The three categories established in 
the amended direction are: 

1. Addition to or alterations of 
existing facilities to make civilian 
products, representing slight modifi- 
cations of the type formerly covered 
by Direction 5. 

2. Facilities for production of bot- 
tleneck materials or components used 
in other industries. 

3. Facilities for needed civilian 
production or services, representing 
a slight expansion of types formerly 
approved by WPB, and now speci- 
fically itemized in Direction 5. 


Majority Say No Foreign 
Competition for U. S. Goods 


Only 28 percent of the American 
public, it is indicated, are willing “to 
allow foreign goods to come into this 
country and compete with the things 
we grow or make here—even if the 
prices were lower.” This opinion was 
revealed in a report based on an in- 
dependent nationwide survey made 
by the National Opinion Research 
Center, University of Denver, and to 
which the American Tariff League 
points as a true indication of how 
the American public really feels 
about tariff-cutting. The poll is par- 
ticularly significant in view of the 
Trade Agreements Bill now before 
Congress, which gives the President 
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discretionary power to make further 
slashes in American tariff rates. 

The Research Center’s report cov- 
ered public attitudes toward world 
union and possible sacrifices entailed 
therein. The problem of world trade 
was found to be the most controver- 
sial. The poll indicates that 65 per- 
cent advocate, in principle, the regu- 
lation of international trade by world 
union, and 57 percent favor the 
United States joining a union of 
world nations with that understand- 
ing. 


Dollar-Cent Ceilings Given 
For Treating Lodgepoles 


Dollar-and-cent ceiling prices for 
non-pressure preservative butt-treat- 
ing and framing of lodgepole pine 
poles were announced last week by 
the Office of Price Administration. 

The ceilings became effective June 
18, and resulted in prices for non- 
pressure treated lodgepole pine poles 
that are in line with maximum prices 
already established for butt-treated 
poles of other species. 

For treating a 30-foot class 5 pole, 
$2.95; class 6, $2.55; class 7, $2.30; 
for treating a 35-foot class 5. pole, 
$3.60; class 6, $3.10; class 7, $2.75. 

For framing a 30-foot class 5, 6, 
or 7 pole, 11 cents per pole for roof- 
ing and eight cents per gain; for 
framing a 35-foot class 5 pole, 18 
cents per pole for roofing and eight 
cents per gain; for framing a 35-foot 
class 6 or 7 pole, 15 cents per pole 
for roofing and eight cents per gain. 


Wood Floors Favored 
in Housing Survey 


Tenants of permanent housing de- 
velopments, which offer excellent 
practical facilities for the study of 
building materials in use, have found 
wood the only material to which they 
give 100 percent approval as flooring, 
according to a nationwide survey of 
918 developments by the National As- 
sociation of Housing Officials. 

According to the managers of 240 
projects which provide living quar- 
ters for 80,486 families, no tenant 
covered in the survey found wood 
floors unsatisfactory and 63 percent 
of the managers themselves recom- 
mended the use of wood floors. 


Credit Regulation W 
Amended for Building 
Materials and Services 


Several changes in Credit Regula- 
tion W have been made through 
Amendment 16, which concerns mate- 
rials and services used in the repair 
or improvement of residential prop- 
erty. According to the order as it 
now stands no credit transaction cov- 
ering home improvements is exempted 
from control by reason of the manner 
in which it may be secured, the area 
concerned or the type of job covered. 

Briefly the principal points of inter- 
est to retail lumber dealers are as 
follows: 

Any extension of credit secured by 
a bona fide first lien on improved real 
estate is no longer excepted from 
regulation. The only exceptions on 
real estate loans are the extension of 
credit for financing or refinancing 
construction or purchase of an entire 
residential building. Extension of 
credit for remodeling or rehabilitating 
structures designated by NHA as be- 
ing for defense housing is no longer 
exempt. 

Credit extension for fuel conserva- 
tion is no longer exempted from con- 


trol and under a new section credit © 


limit on such jobs is now 24 months. 
Disaster credit exemptions will not 
apply henceforth unless the repair 
or replacement is made prior to the 
end of the sixth month following the 
month in which the disaster occurred. 

The listed articles requiring a down 
payment of one-third with 12 months 
maximum maturity on such items as 
air conditioning systems, furnace and 
heating units, lighting fixtures, 
plumbing and sanitary fixtures, wa- 
ter heaters and water pumps has 
been changed extending the time 
limit on such items to 18 months and 
eliminating the down payment limi- 
tation. Likewise the section covering 
articles and services used in repair 
and improvement of residential prop- 
erty is changed to make the maximum 
maturity 18 months instead of 12 
months. 


Urgency Rating Given 
To Crosstie Production 

Because of the serious shortage of 
railroad crossties, the production of 
ties has been given an urgency rating 
by the War Production Board, the 
Office of Defense Transportation has 
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@ Head up your list of postwar specialty items 
with the Heatilator Fireplace. Start your peace- 
time selling on the solid base of confidence and good will that 
comes from a respected name and a proved product. And reap 


the benefit of advertising that has continued without a break 


for more than 18 years. 


Every sales claim ever made for the Heati- 
lator Fireplace has been proved in thousands 
of homes and camps—not only in ordinary 
peacetime use but in emergency wartime use 
when Heatilator Fireplaces were used to sup- 
plement furnace heat and to save rationed 


fuels on cool spring and fall days. 

That’s why thousands of prospective fire- 
place builders—impressed by the record—are 
waiting to buy Heatilator. Sell them what 
they want and gain their lasting confidence 
and good will. 


HEATILATOR, INC., 546 E. BRIGHTON AVE., SYRACUSE 5, N. Y. 
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announced. The urgency rating is 
part of a program initiated by the 
ODT in cooperation with other gov- 
ernment agencies to recruit more 
workers to produce highly essential 
railroad tie replacements. 

ODT director Col. J. Monroe John- 
son has asked the tie contractors of 
the country to aid the drive for in- 
creased tie production by providing 
the names of their sawmill and log- 
ging supply operators to the proper 
lumber advisers. 

The principal cause for the decline 
in production is a shortage of man- 
power in the woods. In recognition 
of this problem, the interested agen- 


cies, including the ODT, propose that 
vigorous action be taken in each tie 
producing area to stimulate man- 
power recruitment in the tie industry. 


Large Construction Market 
Seen Among Rural Housing 


The necessity for better housing in 
rural areas was brought to the front 
by Mrs. Samuel I. Roseman, chairman 
of the National Committee on Hous- 
ing, in a talk given recently in Ken- 
tucky. 

Statistics show that the plight of 
the farm family is far worse than 
that of the city dweller. Among 
urban homes in 1940, 9 percent ex- 
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LOS ANGELES 21, CAL 
ST. PAUL 4, MINN 


Are you planning to capitalize on the greatly increased demand for Douglas 
Fir Plywood in your market—awaiting its return to civilian use? 

Then, PAMUDO'S nationwide organization with long experience in the dis- 
tribution of Douglas Fir Plywood can be of valued service in handling your 
requirements—with prompt L. C. L. service from our 6 Warehouse Branches 
or Carload shipment from our plywood mills. 


WRITE FOR OUR CARLOAD PRICE SCHEDULE AND GRADE USE GUIDE. 


Include in your plans for the post-war building program the use of PAMUDO'S 
Millwork Service. Investigate the advantages to you of the 33 years’ experi- 
ence serving the dealers of the nation—and make PAMUDO your source 

of millwork 


PAMUDO v 
E> PACIFIC MUTUAL DOOR CoO. 


KANSAS CITY 3, KANSAS 
CHICAGO 8, ILL 


PS) © KANSAS CITY 


SASH, GLASS, CABINETS 


stocks for tomorrow's homes 





MILLS: OREGON--WASH. HOME OFFICE: TACOMA 1, WASH. 


* BALTIMORE 31, MD 
GARWOOD, N ] 





ceeded the minimum measurement of 
over-crowding, while among rural 
homes 16 percent exceeded that 
figure. 

In 1940 only 18 percent of farm 
homes had running water; only 1) 
percent had a private bath or shower 
or flush toilet. Almost 80 percent 
had outside toilets and more than :) 
percent had no toilet of any kind. 

The median value of all owner-oc 
cupied farm homes in 1940 was 
$1,028. In the North—$1,450; in the 
West—$1,084; and in the South— 
$600. The median monthly rental of 
tenant-occupied farm houses was only 
$4.72 for the country as a whole. For 
the North—$8.47; for the West— 
$9.20; and for the South—$3.51. 

The conference was called to ana- 
lyze all of the factors involved in any 
effort made to build farm homes in 
this country, particularly for those 
3,200,000 operator-families whose in- 
comes fall below that which can 
presently afford acceptable dwellings, 
for the 1,400,000 tenant households, 
and for some hundreds of thousands 
of migrant workers. 


32 Thousand H-2 Homes 
Authorized Last Month 


Construction of nearly 32,000 dwell- 
ings was authorized under the H-2 
housing program during the month 
of May, bringing the total number of 
such units programmed since last No- 
vember to almost 73,000 in 366 sep- 
arate localities, the National ‘Housing 
Agency announced last week. 

The 32,000 units authorized in May 
compares with slightly more than 
18,000 programmed in the preceding 
month of April. 


Remove Some Steel, 
Copper Restrictions 


Restrictions on the use of steel, 
copper and electrical materials in con- 
struction work specifically authorized 
by the War Production Board subject 
to Schedule A to Controlled Materials 
Plan Regulation 6 (Construction 
Limitations) have been eliminated by 
an amendment to that schedule, WPB 
has announced. Restrictions on the 
use of lumber, tin, lead and zinc have 
been retained in the amended regula- 
tion with only slight changes. 

Builders who have previously re- 
ceived form-GA-1456 authorizations, 
may now take advantage of these 
changes. 


Surplus Property Sales 
Procedure Modified 


In order to speed up the sale of 
surplus war goods, the Office of Sur- 
plus Property of the Department of 
Commerce has modified its sales pro- 
cedures and given its eleven regional 
offices greater latitude in their opera- 
tions. 

Whereas formerly it was required 
that property with a total acquisition 
cost of $1,000 be listed in the Surplus 
Reporter, effective immediately such 
listing is necessary only in the case 


June 23, 1945, AMERICAN LUMBERMAN 





vell- 
H-2 
onth 
r of 
No- 
sep- 
sing 


May 
than 
ding 


teel, 
con- 
rized 
bject 
rials 
ction 
d by 
VPB 

the 
have 
rula- 


re- 
ions, 
these 


Simple Suggestions for More Attractive 


Wall Design Treatments with Douglas Fir Plywood 


Many and varied are the wall 
design treatments possible 
with beautifully - grained 
Douglas fir plywood. Adver- 
tisements 1 and 2 of this ser- 
ies* detailed two methods of 
using panels placed horizon- 
tally. In the rendering below 
—that of a smart, modern, 
shop interior — vertical panel 
arrangement predominates. 
Standard 4 x 8 panels are used 
vertically with the wainscoat- 
ing placed horizontally; the 
unusual design effect is 
achieved by vertical V-grooves, 
carried through from floor to 
ceiling. 


In all cases, one basic rule 
applies: start at the openings 
with vertical joints and divide 
the plain wall spaces in an 
orderly pattern, as in detail A 
and C. Place vertical joints at 
each side of top and bottom of 
window and at top of door 
Openings, as in detail A, C, E, 
and G. If the width of the door 
or window opening is over four 


feet, however, do not hesitate 
to place the panels horizon- 
tally as in detail E—for combi- 
nations of vertical and hori- 
zontal arrangements may be 
used in the same room with 
pleasing effect. Nine and ten 
foot lengths are available to 
assist in solving special prob- 
lems. 


The most satisfactory method 
of applying special patterns 
(or patterns made up of small 
panels) is to sheath with 
5/16” or 3/8” Plyscord placed 
horizontally and apply the fin- 


DOUGLAS FIR PLYWOOD 
ASSOCIATION 
Tacoma 2, Washington 


No. 3 of a Series 


CAN PLYWOOD BE SPECIFIED NOW 
FOR POSTWAR USE? 


The increased capacity of the industry will 
make MORE Douglas fir plywood available 
THAN EVER BEFORE, as soon as the needs of 
the armed services lessen or war restrictions 
are lifted. There will be no reconversion de- 
lays; the same types and grades of Douglas 
fir plywood that are now being made will flow 
immediately into peace-time building and 
construction. 


*Reprints available on request. 
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Forest Tree Seedlings 
A 4-Point Plan of 
Forest Management 


® Selective Harvesting of Timber 


®Forest Planting to Supplement 
Nature 


®Conservation and Utilization 
® Forest Fire Control 


Ozan’'s forest policies are equally 

as progressive as its manufactur- 

ing methods. Plan to obtain your 

otter-the-was lumber needs from 
Zan. 


OZAN LUMBER CO. 


Prescott, Ark. 
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LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
w 


Wire for quotations 





of items of a significant amount. In 
general, this means that property 
having a value of $5,000 or less and 
which can be absorbed in the regional 
market will not be advertised in the 
Surplus Reporter but will be offered 
by special listings as soon as it is 
ready for sale. Wide-spread pub- 
licity of offerings will still be the 
rule. 

Regional directors have been told 
that as a rule-of-thumb they should 
regard the highest bid offered as the 
market value of the property. The 
high bid will generally be accepted, 
assuming there has been proper cir- 
cularization of the offering. 


New Rule on Wood-Working 
Machine Preference Ratings 


Under an amendment to General 
Limitation Order L-311, covering log- 
ging, lumber and wood-products ma- 
chinery and equipment, preference 
ratings for Class I wood-working ma- 
chinery can be obtained hereafter 
only on War Production Board Form 
3131, except for direct use by the 
Army, Navy, Veterans Administra- 
tion, United States Maritime Com- 
mission and War Shipping Adminis- 
tration, WPB said recently. 

Class I wood-working machinery is 
defined as that with a producer’s list 
price on Oct. 15, 1942, of more than 
$350 for any single machine or piece 
of equipment. 


Establish Dollar-Cent Ceilings 
For Douglas Fir Millwork 


Uniform dollar-and-cent ceiling 
prices at the mill level on Douglas 
fir stock millwork were established 
this month by the Office of Price 
Administration. 

Products covered include frames, 
sash and lineal sash stock, screen 
doors, combination doors and porch- 
work. Until now, ceiling prices of 
these millwork items when made of 
Douglas fir have been frozen at 
March 1942 levels. 

Douglas fir doors and moldings are 
not affected by today’s action. 

The regulation covers direct mill 
sales of fir stock millwork weighing 
15,000 pounds or more when shipped 
by ‘rail to one or more places or 
weighing 12,000 pounds or more when 
shipped by truck to a single destina- 
tion. 

Ceiling prices for direct mill sales 
in smaller quantities as well as those 
for jobber and retail sales will con- 
tinue to be governed by the General 
Maximum Price Regulation. 

Maximum prices on the various 
products covered by the regulation 
were established as follows: 

Frames—average of general maxi- 
mum price regulation prices of the 
only two producers was increased 
10% percent to give a maximum price 
that approximates average factory 
costs of production. 

Sash and lineal sash stock—aver- 
age March 1942 prices established as 
ceilings. 

Screen doors—March 1942 price of 


largest seller, who produces 85 per- 
cent of total production, established 
as ceiling. Three producers, who 
manufacture remaining 15 percent, 
obtained an increase averaging 8 per- 
cent, since their prices were out-of- 
line at the time of the freeze. 

Combination doors — March 1942 
maximum prices of sole producer es- 
tablished as ceilings. 

Porchwork — all porchwork items 
except porch rail are priced at the 
average of General Maximum Price 
Regulation prices. Porch rail prices 
are increased slightly over the Gen- 
eral Maximum Price Regulation level 
and in line with corresponding lum- 
ber items priced in the revised Maxi- 
mum Price Regulation No. 26. 


Construction Industry Warned 
About Materials Situation 

“Construction and allied industries 
will need to maintain a general alert 
on the materials situation in the re- 
conversion period,’ warns the Con- 
structor, national publication of the 
Associated General Contractors of 
America, in an _ editorial in_ this 
month’s issue. 

“The general public,” it says, “is 
looking to the construction industry 
to cushion conditions by spreading 
employment and stimulating business 
activity during the transition from 
war to peacetime conditions. Hence 
all sections of the construction field 
have an obligation which requires the 
marshalling of forces. 

“The number one problem undoubt- 
edly is in regard to the replenishment 
of the stocks of construction mate- 
rials, particularly general building 
supplies and equipment normally 
handled by dealers. 

“Unless these depleted stocks are 
replenished, construction will not be 
able to play the vital role that has 
been. assigned to it in the period 
when other industries are retooling 
and reconverting to civilian produc- 
tion.” 


$21,000,000,000 Worth 
Of Construction Planned 


Construction programs that have 
been announced by private enterprise 
and provided for by the Federal Gov- 
ernment, which now total approxi- 
mately $21,000,000,000, give an indi- 
cation of the enormous amount of 
construction that will be needed after 
the war, H. E. Foreman, managing 
director of the Associated General 
Contractors of America, has declared. 

The largest single construction po- 
tential that has been announced is 
new residential construction estimated 
at about 1,000,000 units a year in the 
first decade after the war. 

As. further evidence of the need 
for construction, Mr. Foreman pointed 
out that statistics recently released 
by the Twentieth Century Fund on 
estimated capital outlays during the 
first 15 years after the war include 
about $135,000,000,000 worth of con- 
struction of various kinds. 

“These statistics,” he continued, 
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The case of a bad procedure 


(an actual ‘‘case history’ from our report files) 


“C.P.H.” is one of our technical representa- 
tives. 


Like all of them, he has ‘“‘wood sense.’’ These 
glue specialists spot check from specifications; 
examine wood carefully before and after using 
mold-inhibiting solutions to see that the proper 
order is preserved. 
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They have years of shirt-sleeve experience 
with durable glues under varying conditions. 
This is the kind of practical knowledge that 
saves time by helping solve service problems 
quickly. 

Next time trouble occurs, call the Casein 
Company man and put him to work. 





CASEIN COMPANY OF AMERICA 
(Division of The Borden Company) 


350 Madison Avenue, New York 17, N. Y. 
315 North Clark Street, Chicago 10, III. 
701 Myrtle Street, Seattle 8, Wash. 


















































J. B. Wade, Hardwood Mill Foreman, 
Louisiana Central Lumber Co., since 1906. 


ESSCO Will Take The ‘Con’ 
Out of “Re-Conversion 


Exchange Sawmills Sales Company 
does not have to add any “‘if”’,““and”, 
“but”, or “maybe” to its pledge of 
prompt delivery of high quality lum- 
ber to ESSCO dealers as soon as war 
commitments are fulfilled. Here at 
ESSCO, switching to production for 
civilian needs will not be a question 
of re-conversion but simple rever- 
sion to long-established and steadily 
improved practices. Throughout the 
war years the high standards of 
ESSCO lumber production have not 


been impaired—they have been just 
as carefully supervised as ever by 
experienced, able men such as John 
B. Wade, above, who has been Hard- 
wood Sawmill Foreman of Louisi- 
ana Central Lumber Company for 
nearly forty years. 

Adequate supplies of timber, care- 
ful and exacting lumber production, 
prompt delivery and service are 
standard with ESSCO for years be- 
fore the war,.. during the war... 
and in the peace years to come. 


EXCHANGE SAWMILLS SALEs Co. 


1111 R. A. LONG BUILDING 
Southern Hardwoods 


Southern Pine . 


KANSAS CITY 6, MISSOURI 


Ponderosa Pine “ West Coast Woods 








Trade-Mark Reg. U. S. Pat. Office 


End-Lokt lumber offers 12 advantages. Here is... 
End-Lokt lumber saves the extra cost and waste involved in diag- 
onal sheathing, sub-flooring and roof decking. Any piece sawed off 
can be used as the starter for the next run. 


















“definitely indicate that under favor- 
able conditions construction can be an 
important factor in the transition 
from war to a prosperous peacetime 
economy. But both completed plans 
and adequate materials must be avail- 
able in order for the industry to re- 
sume operations rapidly and on a 
scale that will provide jobs and the 
business stimulus that will be needed.” 


Current Supply Situation 
of Construction Materials 


==": 

A round-up of the current supply 
situation for construction materials 
has been issued by the War Produc- 
tion Board. While forecasting prob- 
able progressive improvement in fu- 
ture months, WPB said that “it will 
take time, even after the extent of 
military cutbacks is known, to rees- 
tablish production, replace lost man- 
power and fill the pipelines.” Present 
availability of chief construction ma- 
terials is as follows: 

Steel—supply situation improving 
for shapes and plates, but not for 
other steel products. 

Cast iron soil pipe—in extremely 
short supply, with little stock avail- 
able. Orders are very heavy and are 
increasing rapidly and no immediate 
relief is expected. 

Cast iron pressure pipe—in some- 
what better position than soil pipe, 
though orders are heavy and are in- 
creasing. No improvement in sight. 

Portland cement—in ample supply. 

Concrete pipe — readily available 
from stock or new production. 

Concrete masonry products — in 
general, in adequate supply, with 
some local shortages. 

Structural insulation board—in fair 
supply, though subject to delay in 
deliveries. Supply situation becom- 
ing tighter as a result of export de- 
mands. 

Hardboard—in tight supply, with 
no improvement in sight. 

Laminated fiber board—in fair sup- 
ply, though subject to delay in de- 
liveries. 

Gypsum board — while shipments 
have increased, unfilled orders are 
increasing more rapidly and delay in 
deliveries increasing. 

Asphalt roofing — production in- 
creasing and keeping pace with de- 
mands, but deliveries slow. 

Common and face brick—though 
production in general sufficient for 
current requirements on a_ national 
basis, there are serious local short- 
ages. 

Structural clay tile—nationally pro- 
duction and shipments are approxi- 
mately in balance but reserves low 
in some localities. 

Floor and wall tile—stocks very 
low and production not sufficient to 
meet demand. Orders subject to six 
to eight months’ delay in delivery. 

Clay sewer pipe—shipments exceed 
production. Though stocks are in 
excess of unfilled orders, a large pro- 
portion of stocks is made up of obso- 
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Old Growth 


DOUGLAS 


Rosboro Lumber Co. 


Springfield, Oregon 


E. A. CARLEY, Sales Mer. 
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PATENT INSERTED TOOTH GROOVER ' PIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 

Co. are made to stand hard service and are, there- Huther Bros. have long taken special pride in the 
fore, long-lived Saws insuring long-run economy to the quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, satisfaction all Huther Bros. saws give the customer. 


« Weite for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 
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SASH and DOOR 
COMPANY 


WHOLESALES 
PACIFIC COAST 
LUMBER PRODUCTS 


Red 
Cedar 
Shingles 
| SR NER 


Sales Office: 
542-543 
du Pont Building 
Miami 6, Florida 
P. O. Box 1054 
ZA 3-!305 
BMUAM |, FLORIOA WESTERN UNION TELETYPE IN OFFICE ¢ 


HOME OFFICE —FORT LAUDERDALE, FLORIDA 














BIG DEMAND FOR 


4ultex TARPAULINS 


The urgent need to protect all material and equipment 
has never been more keenly felt. Fultex waterproofed 
tarpaulins and covers are proving their value daily. We 
also manufacture BACK BANDS, COTTON TWINE, 
TRUCK COVERS, MACHINERY COVERS, HAY 
COVERS, TENTS AND OTHER CANVAS ITEMS. 


Fulton Bag & Cotton Mills 


Manufacturers s e 1870 


ST. LOUIS DALLAS 
NEW ORLEANS 


ATLANTA 
NEW YORK 


MINNEAPOLIS 
KANSAS CITY, KAN. 








lete fittings and special sizes for 
which there is very little demand. 

Cement asbestos products: 

Corrugated sheets—in short sup- 
ply; manufacturers booked up through 
third and fourth quarters of 1945. 

Flat sheets—also tight and booked 
up into third quarter. 

Pipe—in easy supply; orders can 
be filled with little delay. 

Shingles—orders subject to long 
delivery delay; production below ca- 
pacity. 

Lumber and lumber products: 

Lumber—demand greater than sup- 
ply and likely to continue. Millstocks 
decreasing. 

Hardwood flooring—in tight supply; 
stocks are negligible and production 
for 1945 all booked up. 

Shingles—supply of cypress and 
redwood shingles negligible; supply 
of cedar shingles somewhat easier, 
though low. 

Plywood—softwood plywood under 
allocation control and little is avail- 
able for general construction. Hard- 
wood plywood, though not under con- 
trol, also in short supply chiefly as 
result of heavy military demand. 


Decrease in Homebuilding 
Affects Mortgage Pattern 


The way the decreasing influence of 
new home building has affected the 
seasonal pattern of the flow of mort- 
gage money during the war years is 
pointed out by the United States Sav- 
ings and Loan League in its comments 
on the loan volume of the savings and 
loan associations and _ co-operative 
banks the first quarter of this year. 
These institutions advanced $349,- 
791,000 during the first three months, 
43.5 percent more than the first quar- 
ter of 1942, the last January-Febru- 
ary-March period when home build- 
ing was unrestricted. 

During the entire first quarter of 
this year, 74 percent of the loan vol- 
ume was for purchase of homes, with 
new construction down to 4 percent of 
the total volume. 


Surplus Property Sales 
Decrease During June 


Commercial offerings of surplus 
property by the Department of Com- 
merce, Office of Surplus Property, 
will be greatly decreased during this 
month compared with previous 
months, since large portions of the 
inventory will be made available 
solely to government agencies in ac- 
cordance with Surplus Property Board 
Regulation No. 2. Under this regula- 
tion, effective May 25, a system of 
priorities was established under which 
Federal agencies, State and local gov- 
ernments and their political sub- 
divisions and instrumentalities are 
given *an opportunity to purchase 
available surpluses before the inven- 
tory is cleared for sale to commercial 
purchasers. 

Beginning July 25, and at intervals 
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Never Fall Down on the Job! 


This old photo, taken in Utica over 40 years ago, shows 
a dramatic moment when the center fire horse stumbled 
and tell while galloping down the main street. It was 
up in a flash, however, and continued the run. 


“Saved Many Hours of Fire Fighting Labor” 


D. B. Smith & Co. 

Utica, N. Y. 

We have used INDIAN FIRE PUMPS for years and they 

have saved us many hours of fire fighting labor. It is 

ideally suited to our problems. All of our fire trucks are 

equipped with them. 

INDIANS are especially useful on spot fires and in the 

long leaf grass fires where the rate of spread is so great. 
J. O. Burnside, Chief Div. of Forest Protection 


ONLY 
CLEAR 
WATER 

USED 


(Above) Forest fire 
truck is equipped 
with 12 INDIANS— 
6 on each side—for 
fighting grass, brush 
and building fires. 


(At left) Pressure 
stream smashes fire 
in smouldering tree 
trunk extinguishing 
last trace of flame. 


ORDER NOW! 


Be sure you have plenty of 
those clear water extinguish- 
ers this summer. Cut fire loss. 
Use INDIAN FIRE PUMPS. 





D.B. SMITH & CO. 
418 Main St., UTICA 2, N. Y. 
Pacific Coast Branch 


 NeRCuLES EQUIP. & RUBBER CO., 435 Brannan St., San Francisco 
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A58-2364E ted A58-0328 


A61-169 


2 A61+3327 —_ Catch - 1 
with 3 Strikes 


A61-204T ‘'Snap Grip"' 
Ss Catch 
Strikes 


461-201 


rs _ A high quality matched set in Bright 


Ab1-241 Zinc finish. Available in a “Profit 
Packed” deal or sold as individual 

items. Deal comes complete with attractive display 
board. Here is an eye-catching big profit line that 
will attract and easily sell itself to your customers. 
Matched sets, distinctively designed for quick sales. 


COUNTER DISPLAY BOARD 


Put this attractive display on your 
counter and watch it go to work. 
Sells hardware on sight. Display 
board includes a sample of each 


item illustrated above. Rim ea Ms 


Reine esencmae DT 
PACKAGED FOR YOUR CONVENIENCE 


To speed up handling and delivery, and to 
prevent loss of parts, each item is individually 
packed in an attractive, heavy envelope. Cata- 
log number, illustration of product and in- 
stallation data are printed on 
the face of each envelope for 
quick and easy identification. 


Your “All From One Source” 


Hardware Manufacturer 





NATIONAL LOCK COMPANY 


Builders Hardwar 


ROCKFORD, ILLINOIS 













of not more than 60 days, all items 
for which government agencies have 
registered a need will be offered to 
them for purchase during a 30-day 
period and then released for sale to 
others. 

The Surplus Reporter will continue 
to be issued during the months of 
June and July if the number of items 
in long supply available for commer- 
cial sale warrants its publication. If 
the quantity of long supply items is 
so small that any issue of the Re- 
porter is eliminated, a notice to that 
effect will be sent to firms on the 
mailing list. 





Producers' Council Prepares 
Statement Defining Research 


The Producers’ Council, believing 
there is a need for a constructive 
determination of the areas of re- 
search which are the opportunity and 
responsibility of private enterprise 
and those which are the obligation 
and responsibility of the Federal gov- 
ernment, has issued for discussion in 
the construction industry a statement 
of principles relating to building re- 
search. 

The statement was prepared by 
Tyler S. Rogers, chairman of the 
council’s technical committee with the 







































Timber Owners 


Loggers 


Lumber Manufacturers 


Western Pine Manufacturing Co. 
Spokane, Washington 


Lincoln Lumber Co. 
Lincoln, Washington 


Western Lumber Products Co. 
La Porte, Indiana 





For Processing and Marketing the 
Lumber Products of the Pacific Northwest 


. | a 
An Integrated Industry 


Ponderosa Pine - Fir and Larch | 







ATEN 


ee 


The 


DIXON INDUSTRIES 


Grant Dixon, President 
Hal R. Dixon, Treas.-Manager 


RAR 
Including the following: 


Member 


Western Pine Assn.—National Door Mfrs. Assn.—Ponderosa Pine Woodwork—National 
Wood and Box Assn. 


PLE NER ae BVI | 


Millwork and 
Box Manufacturers 


Jobbers 





Assembly Plants 


Exchange Lumber & Mfg. Co. 
Spokane, Washington 


Ellis Glazing Co. 
Henryetta, Oklahoma 


Midwest Containers Co. 
Chicago, Illinois 
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explanation that there will be no for- 
mal pronouncement on the subject by 
the council until the views of othe: 
branches of the industry have been 
received and studied. 





Supreme Court Bans 
Monopolistic Labor- 
Manufacturer Practices 


By a 7 to 2 vote the Supreme 
Court of the United States has 
ruled that labor unions must 
not use closed shop contracts 
to further monopolistic agree- 
ments with manufacturers. 

Local No. 3 of the AF of L 
electrical workers and New 
York City electrical contractors 
and equipment manufacturers 
violated the Sherman antitrust 
act, the tribunal held, by con- 
spiring to prevent installation 
of equipment made outside the 
city and to charge the public 
prices above a competitive level. 

This blow in favor of com- 
petition may well have reper- 
cussions throughout the build- 
ing construction industry. If 
labor and contractors may not 
combine to keep out of their 
area products which in all re- 
spects meet local codes, the way 
may have been opened to re- 
strain the building trades and 
builders in many cities from 
continuing the restrictive prac- 
tices impeding private construc- 
tion. 











Canvas Duck May Answer 
Low-Cost Housing Needs 


According to an article in the Farm 
Journal houses sheathed with plywood 
and covered with canvas duck may be 
the answer to low-cost housing needs 
on many warm-climate farms, the 
Farm Security Administration _be- 
lieves, after testing ten such houses 
for six years. 

The houses, located in Florida and 
Alabama, measure 23% feet by 4? 
feet over-all and cost but $1,450 each, 
of which $150 was for cotton duck. 
The canvas was glued to the sheath- 
ing with a special fire-resistant com- 
pound, and was nailed at the seams. 

Only care the canvas needed was a 
coat of paint every four years. 


Bill to License Ohio 
Contractors Defeated 


The judiciary committee of the 
Ohio House of Representatives has 
defeated a measure which would 
license contractors. Passage of the 
bill had been strongly advocated by 
Fred E. Clemmer, chairman of the 
Ohio Construction Council committee. 
The Ohio Lumber Dealers Association 
was against the bill, and had voiced 
its opposition in an earlier hearing. 
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-(eo.J.Silhernagel- 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 


and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


@ LUMBER 

@ MILLWORK 
@ MOULDINGS 
® BOX SHOOK 


OS gy 


00.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago, Ill. 
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Building material dealers from coast to coast find ready sales for 
Orangeburg because of its ease of installation—the way it saves 
time and labor. Home owners approve of ORANGEBURG be- 
cause it gives them a trouble-free, lifetime service at moderate 
cost .. . Hundreds of thousands of feet of ORANGEBURG are 
in tight-line service for house-to-sewer or septic tank connections, 


downspouts, industrial drainage . . 


. and in the PERFORATED 


type, for septic tank filter beds, foundation beds, farm and muck- 
land drainage . . . Mail the coupon today and see how you can 


profit with ORANGEBURG! 


Orangeburg Pipe is advertised in leading home 
and farin magazines. 


ORANGEBURG features that mean sales and profits: 


RESISTS ROOT GROWTH—TAPER- 
WELD JOINTS, made without 
cement or joining compound stay 
permanently watertight and re- 
sistant to root growth. 


LONGER LENGTHS — Fewer 
lengths of pipe needed. Fewer 
pieces to handle. Fewer joints to 
make. Can be sawed to any 
length. Greater flow capacity. 
Less friction loss. 


LIGHT IN WEIGHT—Easier to 
transport. Easier to handle. Easier 
to lay. Saves time and labor. 


In 4” size 1000 ft. weigh only 
2600 Ibs. 


PERMANENT—Does not chip, 
break or crack easily. Non-cor- 
rodible—will outlast other kinds 
of pipe. Does not crack ‘under - 
sudden temperature changes. 
Orangeburg Pipe still in service 
today after more than 40 years 
underground. 


NO INFILTRATION—Line and 
joints stay tight for a lifetime of 
service. No leaks with Orange- 
burg. 





ORANGEBURG 





The Root-Proof Pipe 









ORANGEBURG, N. 





Please send catal 





THE FIBRE CONDUIT COMPANY (AL-6-23-45) 


og on (ORANGEBURG PIPE. 
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OOD IDEAS are the life blood 

of trade. Remember the story of 
the present day head of one of the 
great chain store companies who got 
that way largely because of his in- 
satiable thirst for new merchandising 
ideas? 

When salesmen would show up he 
would look at their line and get their 
prices. “I know your merchandise 
and what it is worth just as well 
as you do”, he would say. “Buying 
is the easiest part of my job. What 
I want to know is have you any new 
ideas? They’re what help me sell 
what I buy from you.” 

The constant application of new 
and better ideas resulted eventually 
in his selection as the executive head 
of the chain which became even 
greater under his direction—a prac- 
tical demonstration of the importance 
of finding ideas and putting them to 
work. 

* * * 

It has been well said that “A man’s age 
is determined by the degree of pain with 
which he accepts a new idea.” 

* x * 

ORTABLE FARM BUILDINGS 

and equipment lend themselves 
to fabrication in the lumber yard but 
that doesn’t mean anything in the 
way of profits to the dealer until he 
cashes in on the opportunity. Until 
action takes place prefabrication of 
this type is merely a promise. 

Generally speaking, lumber dealers 
have not made the most of yard 
fabrication since it involves activi- 
ties with which they are more or less 
unfamiliar. 

It is the latter attitude which con- 
stitutes a real threat to an impor- 
tant part of the business of lumber 
yards catering to farm trade. It 
can be summed up in a few words: 
“If the lumber dealer doesn’t, some- 
one else will.” That is already evi- 
dent as shown by the activities of 
local seed, feed, and implement stores, 
and by the advertising of department 
stores and mail order houses. 

Prefabrication of portable buildings 
is here to stay. Only question is, 
“Who is going to do it?” 


* * * 


HILE WE ARE ON THE SUB- 
JECT of good ideas, it is fitting 
we point with pride to the latest pub- 
lication of Ponderosa Pine Woodwork 
. an unusually attractive 32-page 
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For dealers, line yard managers, salesmen and other 


employees in retail lumber and building materials stores 








Ideas—The Life Blood of Business : 
* : 
Prefabrication—a Threat or a : 
Promise? : 
* 
Hats Off to PPW! 
: * 
: The Buyer and His Dollar 
: * 
: Postwar Service De Luxe 
: * 
: The Remodeling Denfields 
rn 
: Does Advertising Really Pay? 








book in four colors chuck full of the 
kind of ideas that every home owner 
or home planner is looking for . 
practical ideas that can be _ incor- 
porated in old houses or included in 
the plans for new homes. Nothing 
intrigues the interest of the house- 
wife more than showing her the 
many things that can be done to 
make her home more attractive, com- 
fortable and convenient. PPW’s new 
book does it in the grand manner. 
When you see a copy you'll get a 
new conception of the value of good 
ideas in helping to stimulate profit- 
able sales. 

* * & 
The Broadcaster says: “Remember it 
wasn’t raining when Noah built the Ark.” 
In other words, get set for postwar sell- 

ing now! 

* * * 

HEN CHRIS TOTTEN, Secre- 
tary-Manager, Arizona Retail 

Lumber & Builders Supply Associa- 
tion, Inc., asked a friend why he 
purchased certain materials out of 
the state that could’ just as well be 
purchased of members of the Asso- 
ciation the answer was: 

“Well, I would trade here but your 
people don’t want my business. They 
never call on me. The bosses rarely 
know me when they meet me on the 
street, although they have known of 
me and my business for at least ten 
years. Why should I bother about 











them? I don’t ask for credit; my 
business is on a cash basis. I have 
found there are some jobbers and 
wholesalers who apparently do appre- 
ciate the orders I send them. They 
at least know me when we meet.” 
The application may vary as to the 
sources of supply, but the principle 
involved always remains the same. 
* * % 


OBERT M. YODER, in The Sat- 

urday Evening Post, tells the 
world eloquently, “My idea of a post- 
war thrill is not radar—duck-hunting 
beams nor jet-propelled rocking 
chairs but to have a ten-cent pur- 
chase wrapped as a gift ... and de- 
livered!” It’s worth reading. 

* % * 

The man who keeps his word and his 
temper has little difficulty keeping his 
friends and customers 
* cs a 

HE GILBERT DENFIELDS live 

on a farm seven or eight miles 
north of Sioux Falls, South Dakota. 
Their claim to fame exists in their 
remodeling ability. They have com- 
pletely revamped the interior of their 
ordinary-looking farm home and did 
such a bang-up job that Successful 
Farming recently took its readers 
through the house via well written 
descriptions and pictures. Next step 
is the exterior and the article shows 
how the Denfields propose to do that. 
Western Pine Association thought so 
much of the story they reproduced it 
in 8-page pamphlet form to plug 
Western Pines. A right good job by 
the “Pines”. An inspiration for lum- 
ber dealers. 

* * * 

A= DOUBT concerning the abil- 

ity of advertising to get results 
should vanish promptly after reading 
the following which appeared in 
Editor and Publisher: 

“In Ellis County, Kansas, some- 
body borrowed the county’s steel 
beam road plow and failed to return 
it. So Rube Joy, county road main- 
tenance superintendent, put a display 
ad in the local paper to appeal for 
the return of the plow. In less than 
a week he got back the plow, plus 
three others that had been missing 
for years.” 

When Warden Charlie Dean of the 
Cook County, Georgia, Farm adver- 
tised 50 feeder pigs for sale the 
whole lot was stolen the next night. 
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Current Events make 
“Current Use” a good policy 
in stocking 


SUPERBLEEN BRUSHES 


Bristles from China, tin and rubber from the Far East, 
clamped in the reptilian embrace of a crafty foe, are 
being gradually brought closer to us by our valiant 


Armed Forces. 


Retailers, distributors and manufacturers of Paint 
Brushes will help the forces of liberation by operat-. 


ing, so far as possible, on a ‘‘Current Use”’ basis. 


This policy offers ample compensation when the 
Legions of Democracy triumph, as it will mean that a 
minimum stock of close-out materials will remain to 
be disposed of as standard raw materials are again 


made available to us. § 


Paint consumers, from the casual Home Decorator to 
large Painting Contractors, will benefit from this policy 


as it will assure faster ultimate return to normalcy. 


SUPERBLEEN BRUSHES 


Manufactured by 


DEVOE & RAYNOLDS CO., INc 


PRINCETON, INDIANA 
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Siraight up Independence Boulevard 
marches the Victory Parade of Home Owners: 


the foundation of our great nation’s health and 

happiness. Truly sturdy folk, they guarantee the 

future of mankind’s greatest accomplishment— 
“a man’s home is his castle.” 


When the Victory Parade marches up your 
Independence Boulevard, Bilt-Well Woodwork 
will be available again for America’s home- 


building program. 


CARR, ADAMS & COLLIER CO. 


Dubuque, lowa 





WELL 


BILT 
Pa ¢ oe 
WORK 
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When V-J Day 

Comes, Order 

BOOTH-KELLY 
FIR 





One of the Two Big Booth-Kelly Mills 


Before the war, Booth-Kelly Doug- 
las Fir was a prime favorite with 
hundreds of lumber dealers over 


the country. 


When victory over Japan comes, 
fill your bins with this dependable 
lumber. Your customers will like 
its fine manufacture, its scientific 
kiln drying, its uniformity of qual- 
ity. Remember after V-J Day or- 
der Booth-Kelly 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


Bootittell 





TWO MILLS—SPRINGFIELD & WENDLING, ORE. 





44 








Over Head Door 62309 


Manufactured by the Clark Door 
company, the All-Lite Over Head 
Door, is said to be unusually strong 
in spite of the large glass area. Un- 
obstructed glass lights to a width of 





twelve feet can be made, and sections 
may be glazed with any of the vari- 
ous types of glass obtainable. For 
further information check number 
62309. 


Portable Electric 
Vulcanizers 62308 


A new catalog section on portable 
electric vulcanizers has just been pub- 
lished by the B. F. Goodrich company. 
Describing the special construction 
features of each of the portable belt 
vulecanizers in its line, the catalog 
section gives service conditions under 


which each type operates in detail 


and contains a table giving complete 
dimensions on each vulcanizer, num- 
ber and dimensions of platens, widest 


GMMES ADS » LMERATORE 


belt which can be spliced in it and 
wattage consumed. To receive this 
catalog check number 62308. 


Electric Glue Pot 62304 


Offered by the Kindt-Collins com- 
pany, this glue pot is said to be com- 
pletely automatic, permanently wet, 
maintaining a uniformly low tempera- 
ture. Its heating element is thermo- 
statically controlled. The two-quart 
capacity has an outside diameter of 
9 inches and a height of a little over 
7 inches. For a descriptive circular 
check number 62304. 


Quikcet Vise 62302 


Grand Specialties company an- 
nounces a new quick-action machinist’s 
vise. It is manually operated, but it 
eliminates running in or out the screw 
to close or open the vise. It is said 
to open instantly by pressure of the 
thumb on a trigger release. For fur- 
ther information check number 62302. 


Easy-Clean Reversible 
Windows 62307 


The Venti Kleen window, manufac- 
tured by the Baer Easy-Clean Win- 
dow company, fits any standard wood 
frame. It raises and lowers the same 
as ordinary windows, but both top 
and bottom panes are instantly rever- 
sible for safe, convenient cleaning. 
It is said to be easily installed, re- 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


information will be forwarded. 


62301 62302 

62306 62307 

62311 62312 
BD nies dnc ess apne s +52 Kanne es 
G55 os NMawncvnies goes 
PO en ee 





62303 


62308 


62304 62305 


62309 62310 


* 62313 
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WHITE. 
RIVER 


Douglas Fir 


WESTCOAST 
MEMLOCK 


The Time is Coming 


when White River lumber will again be 
available in pre-war supply for regular 
civilian needs. 

As soon after Victory over Japan as we 
can accumulate an inventory, we'll be at 
your service—and happy to renew our 
fine relationships with former customers. 


WHITE RIVER LUMBER CO. 
ENUMCLAW, WASHINGTON 
Since 1896 








Make a 


For the Green Light 2- a OFIT 


Forests, mills, men . . . a background of ex- 
perience in the lumber business covering a W 7 [ p W 1) 0 D ( [ U F 


period of 175 years... since 1853 in the West. 






























This is the Pope & Talbot organization that is SS 
ready for the green light to supply the “home Weipwa00 
front’’ with long needed lumber. wartic Retin, ) 
Forests of the finest timber in the land. Mod- . ' we , 


ernized mills for efficiency and speed. Men 
with long years of “know how.” A service- 
ability that is a tradition when it comes to de- 
livering lumber that is properly milled, ex- 


tly handled, and ientiousiy aresied to Joints are stronger than the wood itself —and stay that way. 
ah , saa me ania eee sa Moisture and beat never affect Weldwood joints. 


On your SHELF Weldwood sells fast, carries a good margin 
and builds good will for you. 


Dx 
aI\ 2 


Inyour SHOP you profit by using Weldwood Glue, because... 









: 
P i P E & re TA L 4 t T WELDWOOD'S ADVANTAGES ARE UNIQUE— 
y x. \ @ Ic has tremendous strength @ Easy to spread with brush or stick 
@ Joints areshearproofand permanent @ Stain-Free 
LUMBER DIVISION | @ Easy to mix... just add cold water @ Bacteria and rot-proof 
461 MARKET ST. SAN FRANCISCO UNITED STATES PLYWOOD CORPORATION 


Industrial Adhesives Division, Dept. 193 
55 West 44th Street, New York 18, N. Y. 
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JOHN ZTAWEOR. 
Wholesale Lumber , 


Herald-Argus Building P. O. Box 3113 
CATONSVILLE 28, MD. 7 
Telephones; Catonsville 470 -- Gilmdre 5823 
Yellow and White Pine -- Hardwoods -- Shingles 
West Coast Lumber 








Rough or dressed 
By car or truck 


Send us your stock 
lists and prices 
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ALL TYPES—ALL GRADES 
estern Pines & West Codst Lumber 


arge and Long Timbers - Fir Piling up to 150 ft. B 
AR and CARGO - WHOLESALE ONLY E 





Now co-operating as fully as 
possible on war orders, Tre- 
mont is looking ahead to re- 
sumption of its regular service 
to the trade. Tremont plans to 
be here permanently to serve 
its many customers. 


TREMONT LUMBER COMPANY 


HERBERT MOSS, Rochelle, La. 


Monaer 








FLOORING 


MAHOGANY We have been many years building 


up our reputation for quality and cus- 
tomer satisfaction. It distresses us 
that under current operating and sup- 
ply conditions we are unable to meet 
even the needs of our regular custo- 
mers. whose forbearance we solicit. 


I 















quiring no special skill or tools. Storm 
and screen sash are hung in the usual 
way. For illustrated -material and 
further information check number 
62307. 


Bathroom Cabinets 62301 


The Grote Manufacturing company, 
makers of metal specialties, now has 
a line of bathroom cabinets with a 
complete selection of sizes and types. 
Most of the bodies are of drawn, one- 
piece steel construction, with rounded 











corners and finished in either vitreous 
procelain or baked enamel. The line 
includes both recessed and wall sur- 
face types, and electrically lighted 
cabinets. A catalog is available by 
checking number 62301. 


Beauty Series Displays 62312 


Making the home beautiful is as 
important as making the body beau- 
tiful—that is the subject of a new 
series of displays which illustrates 


the different paint products of 20th 
Century. By using various body 
beautiful illustrations throughout the 
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series tying in with the home, house- 
holders might be made more conscious 
of the necessity of beautifying the 
home. For further information check 
number 62312. 


Safe Handling of Chemicals 
62303 

Hazards that are inherent in man- 
ually handling large carboys of acids 
and packages of chen cals have been 
avoided by the use of Mlwell-Parker 












electric fork-type lift trucks. To pro- 
tect the necks of the carboys and 
afford a support for pallets above floor 




























level, use is made of wood frames. For 
further information about these trucks 
check number 62303. 


Interchangeable Windows 
end Doors 62305 
Windows and doors with glass pan- 
els for winter and screen panels for 
summer are being manufactured from 
Northern Wood Products. In winter 
they seal-off drafts and cold air, re- 
ducing fuel bills. In summer the her- 
metically sealed screen keeps out in- 
sects. The panels are said to be eas- 
ily removed or snapped into place. 
For illustrated folders check number 
62305. 












































Coated Abrasives 

Handbook 62306 
Written by E. B. Gallaher, one 

of the country’s leading coated abra- 

Sive engineering consultants, this 

handbook has been published by the 

Clover Manufacturing company. It 
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A weather tight covering of Ford-V-Neer is a most prac- 
tical method of renewing the life of old structures, both 
from the point of appearance and from a standpoint of 
revived usefulness. The complete success of Ford-V-Neer 
is evidenced by the ever increasing demand for this at- 
tractive siding material. Dealers and builders can recom- 
mend Ford-V-Neer with confidence of, real customer 
satisfaction—the amazing insulating online gives grati- 
fying fuel economies and the weatherproof surface re- 
duces maintenance expense to the owner. 
FORD-V-NEER is a rigid “panel type” exterior wall cov- 
ering, %” thick, made up of five thicknesses of mois- 
tureproof material. Available in brick or stone pattern 
in a wide variety of colors. Panels are 44”x14”"x)4” 
with ship lap édges on four sides and when sealed with 
Ford-V-Neer plastic makes a solid weather tight job. 
Panels are perfectly matched and can easily be cut and 
fitted around windows and gables. 


Emphasis on fuel conservation has created a very heavy 
demand for Ford-V-Neer and we are making every ef- 
fort to fill orders promptly, but dealers are urged to 
place orders well in advance of anticipated needs to 
insure satisfactory delivery. 





Typell | : 
ANALYSIS OF a. Old Frame Wall ere 
FUEL REQUIREMENTS] Wall | with 4 | 


insulated} ° 
Bk Siding [vith Type lt 





Heat Transmission 

















Btu. per Hour per Degree F. 
heat loss occurs | Sq ft.) Sq ft. Total | co, | Total | rgcent 
Walls, exterior | 2019 | 0.24 | 485 0.17 - 343 “29.2 
























* An exclusive Ford product backed 


‘by over 75 years experience in 


Lax 6" Bevel Siding 


making America's finest roofings 
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Standard wood frame wall 


426” Beve/ Siding 


Red hosin Paper 
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446° OEM Sheathi: 
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—k” Insulated Orick Siding 
m2 ¥" Studs /6°Oc. 








F ARO Lath and Plaster 








4 
vy 


Same wall with Ford-V-Neer 
applied to exterior surface. 
Thermal conductivity tests conducted by independent heating engi- 
neers report 29.2% less heat loss with insulated siding applied on 
-exterior of standard wood frame wall construction. 


ROOFING PRODUCTS CO., IT! West Washington St., Chicage 2,. 


Established 1865 
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gives up-to-date information about 
abrasives in use, the difference be- 
tween technical and _ non-technical 
abrasives, kinds of backings, coatings, 
grain sizes and on what jobs each 
should be employed. For a copy of 
the handbook check number 62306. 


Lighted Plate for 
Multiple Switches 62311 


Panels of 2, 3 or more toggle 
switches can now be equipped with 
the new LumiNite electrically lighted 
wall switch plate, manufactured by 
the Associated Projects company. 
Each switch has an individual pilot 
light, operating independently of the 





others. A tiny light comes on auto- 
matically when room lights are 
turned off. For further information 
check number 62311. 





Capacity-- 


For detailed information 
address all inquiries to: | 





LIQUIDATING 


THE ANTRIM IRON COMPANY SAWMILL 
at MANCELONA, MICHIGAN 


This Mill was in Operation Until May 15th 


50,000 ft. Softwood For Nine Hours 
35,000 ft. Hardwood For Nine Hours 


( Antrim Wrecking & Salvage Co. 
405 Murphy Bidg., 7 East Grand Ave. 
Highland Park 3, Michigan 














The Up-and-Coming Yard Man is 
on the Look-out for supplies that 
bring him repeat customers. 


The dependability of ABESTO COLD 
PROCESS ROOF ADHESIVES gives your 
trade another good reason for confidence in your yard. 


FOR NEW ROOF CONSTRUCTION AND ROOF MAINTENANCE 
—SELL ABESTO MATERIALS. 


Write for our Free literature and prices. 


Abesto Manufacturing Co., vert 22° “Indiana” 

















1¢ MOUNTAIN 
E LUMBER FOR 
WAR NEEDS 














Craig Mountain has large timber re- 
sources to meet your postwar needs, 
Heavily engaged in our war boxing and 
crating program now, Craig Mountain 
Ponderosa will with Victory be available 
in ample supplies for all postwar needs. 


Member Western Pine Assn. 











Book Aids in War Contract 
Terminations 


McGraw-Hill announces the publi- 
cation of How To Speed Up Settle- 
ment of Your Terminated War Con- 
tract, by J. K. Lasser, author of Your 
Income Tax. 

The book has been completed in 
time for current use in connection 
with the present mass of termina- 
tions. It contains a complete state- 
ment of all laws, rules, regulations, 
forms, reports and other government 
data issued to date on the subject. 
The book sells for $3.50 and may be 
obtained from the McGraw-Hill Book 
company, New York. 


Steel Marking Stamp 62310 

With a new steel stamp, developed 
by the Acme Marking Equipment 
company, clean impressions can be 
obtained without the common fault 
of a chipped or mushroom striking 
head. These faults have been elimi- 





nated by a special process of heat 
treatment and tempering. For a de- 
scriptive circular on these stamps 
and other Acme products check num- 
ber 62310. 


Paint Company's 


Anniversary Booklet 62313 


Just off the presses is a 75th an- 
niversary booklet giving a history of 
Minnesota Paints and general infor- 
mation on the oil and paint indus- 
tries. Included is the story of the 
romance of oil, an article on “Filling 
an Order in the Good Old Days,” and 
historical: news items of several paint 
dealers. To receive a copy of this 
well illustrated booklet check num- 
ber 62313. 
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Lack of Lumber Neutralizes 
Relaxations in L-41; 
No Changes Indicated 

The indispensability of lumber to 
the resumption of building activity 
in the United States has been clearly 
demonstrated since the recent relaxa- 
tion of the building restriction order 
L-41. Almost without exception retail 
lumber dealers report but little 
change in the volume of light con- 
struction because of their inability to 
increase sales of lumber to consumers 
desirous of launching projects per- 
missible under the revised regulation. 

Although some jobs utilizing a 
minimum amount of lumber can and 
are proceeding, industry leaders gen- 
erally agree there can be no appre- 
ciable increase in home remodeling 
and farm building until the lumber 
supply situation loosens up suffi- 
ciently to permit relaxation in L-335. 
Even then it will be necessary for 
dealers to handle lumber on a “hand- 
to-mouth” basis because of inability 
to build up inventories which have 
been depleted to negligible quanti- 
ties. 

The lumber supply outlook as far 
as retailers are concerned is un- 
changed with buying about as diffi- 
cult, or if anything, more difficult 
than it has ever been. Last week the 
Central Procurement Agency report- 
ed a backlog of unplaced business 
totaling 102,000,000 feet in southern 
pine, 283,000,000 feet in fir, 27,000,000 
feet in redwood and 94,000,000 feet 
in hardwoods—better than a half bil- 
lion feet altogether. Recent reports 
indicate military buyers are still seek- 
ing the very items most needed for 
retail yard stock, with 2x4’s now more 
difficult to procure than boards. Ex- 
tensive curtailment, of the truck cargo 
body building program is expected to 
release large footages of hardwoods 
for other uses, but where and how 
much this development will be re- 


flected in the over-all picture remains 


to be seen. 

In all major producing areas prime 
worry and deterrent to increased 
output is lack of sufficient manpower 
plus inefficiency of those now on the 
payrolls. Numerous operators com- 
plain of a marked increase in ab- 
senteeism and last week in Seattle, 
Wash., Col. W. B. Greeley, secretary- 
manager of the West Coast Lumber- 
mens Association said: “The Pacific 
offensive will be endangered by short- 
ages of the lumber it urgently needs 
in great quantities unless losses of 
manpower and vital equipment in the 
west coast lumber industry are 
stopped.” The war department has 


advised the lumber industry that con- 
struction troops will equal combat 
troops in number with every landing 
of the attack-on Japan, and that lum- 
ber will be their basic building mate- 
rial. In this offensive there will be 
no ready-made bases as there was in 
Europe. The bases will have to be 
built with every advance of our forces 
onthe land of Japan or in China. 
The War Department says the job in 
the Pacific will be like building an- 
other Chicago in lumber. 

According to the U. S. Department 
of Commerce, lumber production in 
the first nine months is estimated at 
22,486,000,000 feet, compared with 
essential requirements as_ tabulated 
by WPB for 29,186,000,000 feet. The 
deficit between supply and demand is 
23 per cent. In this report the Depart- 
ment of Commerce says: “It does not 
appear feasible to relax existing con- 
trols on lumber distribution and use 
until lumber demand and supply are 
more nearly in balance. No substan- 
tial improvement in total lumber sup- 
plies can be expected before some 
time in 1946. Reconversion needs and 
pent-up civilian demands can be ex- 
pected to take up any slack that may 
develop in military requirement.” 

Although the U. S. Department of 
Commerce does not expect any change 
in the total lumber supply situation, 
it is safe to assume that there will 
be more lumber available for civilian 
uses before 1946. During the gradual 
changeover, however, from all-out 
lumber distribution to the military 
services to more distribution to re- 
tail lumber yards, it is expected the 
supply situation will remain very 
tight because of the almost total lack 
of inventories plus the huge backlog 
of civilian demand which will be 
clamoring for every stick that can be 
made available for many months to 
come. 


Current Statistics on 
Lumber Output, Distribution 


Lumber shipment of 463 mills re- 
porting to the National Lumber 
Trade Barometer were 1.4 percent be- 
low production for the week June 
9, 1945. In the same week new or- 
ders of these mills were 7.6 percent 
less than production. Unfilled order 
files of the reporting mills amounted 
to 106 percent of stocks. For report- 
ing softwood mills, unfilled orders 
are equivalent to 37 days’ production 
at the current rate, and gross stocks 
are equivalent to 33 days’ produc- 
tion. 

For the year-to-date, shipments of 
reporting identical mills exceeded 
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production by 6.9 percent; orders by 
10.1 percent. 

Compared to the average corre- 
sponding week of 1935-1939, produc- 
tion of reporting mills was 10.8 per- 
cent greater; shipments were 13.4 
percent greater; orders were 13.1 
percent greater. 

Northern Pine 

In the week ended June 9, five re- 
porting northern pine mills produced 
1,825,000 board feet of lumber—an 
amount which is identical with the 
previous week’s production, and just 
5,000 feet higher than the corre- 
sponding week a year ago. Shipments 
went up to 975,000 feet; orders came 
in for 1,570,000 feet during the week; 
so that business closed with a total 
of 8,460,000 feet on order, and a 31,- 
110,000 board foot stock pile. 

The month of May, in summary, 
showed production of 6,405,000 feet 
(200,000 more than May, 1944) and 
shipments of 4,245,000 feet of north- 
ern pine. 6,000,000 feet were ordered 
during the month. 

Southern Pine 

Production by 130 Southern pine 
mills totaled 18,449,000 board feet 
during the week ended June 9, an 
average of a little better than 200,000 
feet per mill. The three year average 
production for these mills is 250,000 
feet each. Shipments during the week 
were for 17,493,000 feet, and new 
orders totaled 17,932,000 feet. So the 
order file closed with 120,212,000 feet 
in demand and stocks 1,770,000 feet 
oversold. 

Western Pine 

The June 9 report indicates that 
104 mills produced 64,527,000 board 
feet, shipped 63,187,000 feet, accepted 
orders for 63,189,000 feet. Western 
pine production is thus down nearly 
20,000,000 board feet from what it 
was during the corresponding week 
in 1944, but it is just slightly above 
the average weekly production 
through the years ’42, ’48, and 744. 
Gross stocks closed the week at 643,- 
198,000 feet and unfilled orders at 
318,175,000 feet. 


West Coast Lumber 

The weekly average of West Coast 
lumber production in May (5 weeks) 
was 130,632,000 board feet, or 80.6 
percent of 1941-1944 average. Or- 
ders averaged 142,698,000 feet; ship- 
ments 137,835,000. Weekly averages 
for April were Production, 136,736,- 
000 feet. (84.3 percent of the 1941- 
1944 average); orders, 127,631,000; 
shipments, 129,125,000. 

On June 1, the Central Procuring 
Agency, lumber purchaser for all gov- 
ernment war agencies, was faced with 
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Choice 
Ponderosa 
for Your 
After 
War Needs 


We look for- 
ward to re- 
sumption of 
our normal 
service when 
restrictions are 
relaxed to 
permit. 


Southwest 


Lumber Mills, Inc- 


McNary, Arizona 


District Sales Offices: 


Phoenix, Ariz. 
R. B. Howell, Representative 


Chicago 
D. A. Weidler, Mgr. 
520 N. Michigan Ave. 
Phone, Superior 9004. 
















































W. T. FERGUSON 
LUMBER CO. 


St. Louis 1, Missouri 














requisitions for 450 million board 
feet of West Coast lumber, much of 
it for extremely urgent military 
needs. 


From the Market Centers 


BOSTON: New England retail 
yards and other lumber buyers still 
have to be content with the lower 
grades of north eastern stock, main- 
ly pine, spruce and fir. There is very 
little stuff coming through from the 
west coast, and that is in mixed lots. 
Practically nothing is coming up 
from the south. The hardwood pic- 
ture is still bad, and will be for some 
time to come. 

The government and the war plants 
are still taking about 80 percent of 
all available supplies: mostly north- 
eastern pine, fir and hemlock. Dealers 
are wary of letting their present 
supplies go and not being sure of 
replacing stocks. One thing is notic- 
able and that is municipalities that 
have asked for bids on lumber for 
public works projects are getting 
some replies this month. The overall 
picture is that lumber in this section 
of the country is going to be scarce 
for a long time. 

Labor shortages, worn-out machin- 
ery and transportation, together with 
government regulations, still have 
their effect upon the production of 
lumber in the New England dis- 
trict. With the homecoming of troops 
and equipment from Europe, and the 
movement of war supplies toward the 
Pacific coast, the transportation pic- 
ture looks worse instead of better. 


BALTIMORE: A more encouraging 
view of labor and other problems 
seems to be developing in the hard- 
wood mills—something like an ad- 
justment in anticipation of the end 
of the war is believed to be in prog- 
ress. The feeling of uncertainty seems 
to be abating. Information from the 
South indicates that the problems 
there have not improved. 


MEMPHIS: FHA has just granted 
permits. for 750 housing units in ad- 
dition to the 650 allowed earlier this 
year, so in spite of softwood scarcity, 
many..homes are going up in Mem- 
phis and vicinity. Retail dealers are 
having difficulty purchasing lumber 
and critical materials on the AA-3 
priorities allowed for the housing 
projects. An apparent fact about the 
new housing, and especially the apart- 
ments, is the widespread use of con- 
crete and wallboards—both non-criti- 
cal. Millwork seems to be in fair 
supply. 

Government takes practically all 
the better grades of hardwoods and 
much of the lower grades; some 
lower grades are going to retailers. 
Hardwood lumber production in the 
region has gone up to 69 percent of 
normal (compared to 50 percent two 
weeks ago). Labor shortage still 
exists but is expected to become less 
acute. 


MINNEAPOLIS: Exceptional pro- 
duction in this area in May built up 
stock piles some, but not enough to 
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do the retail trade much benefit. Sup- 
plies from outside areas are consid- 
erably tighter. Demand has been in- 
creased by the approval of a 1,500- 
home building project, so the situa- 
tion is distinctly unfavorable. War 
plants continue to be heavy consum- 
ers, and the rural trade is seeking 
increased grain storage and livestock 
shelter facilities. Production has 
again declined with heavy rains mak- 
ing operation difficult. Unfilled order 
files are expected to rise sharply. 


KANSAS CITY: Retail yards will 
sell only on highest priority because 
of replacement difficulties. About the 
only lumber moving goes to Federal 
housing projects and war plants. 
Chief demand of the military is for 
one and two inch common, no buying 
of yellow pine timbers is noted. Farm- 
ers will get 23 million board feet in 
the third quarter for repairs. Rains 
during most of recent weeks have 
held production down, and truck parts 
and tire scarcities plus use of rail- 
road cars for wheat shipment has 
tied up lumber transport. Labor is 
still short with farmers working in 
the mills when they cannot get into 
the fields. 


SEATTLE: Wholesale plants and 
retail yards appear to be nearer 
empty, and no supply improvement 
is expected immediately. The OPA 
has established an office in Vancouver 
and is attempting to get for the gov- 
ernment the 15 percent of Canadian 
production that that government al- 
lows to be shipped to the States. But 
lumbermen doubt the value of the 
move as only cat and dog items have 
been coming from Canada. 

At a recent Portland auction 315 
million feet were sought and only 
a 100 million feet obtained. Accep- 
tances were mostly for boards and 
dimension, and except for a few in- 
stances, prices were at ceiling. Lend- 
lease orders, such as those for build- 
ing materials in England, dikes in 
Holland, and for railroad equipment 
in France goes begging. The next 
Portland auction will seek 90 million 
feet of cargo lumber and 120 million 
rail. 

Weather conditions have been fav- 
orable, and there seems to be an 
easing of equipment shortage, but la- 
bor scarcity has kept production low. 


TACOMA: Even agricultural de- 
mand for lumber has lessened be- 
cause lumber quotas for this purpose 
is exhausted, but this business is ex- 
pected to pick up after new July 1 
quotas become available. Lumber sup- 
plies are taking care of the highest 
priority orders and no more. Some 
larger mills seem to have ample log 
supplies, while the smaller operators 
are going to great lengths to obtain 
logs. Bidding for state owned timber 
that has been put on the market has 
been spirited, even though the selling 
market is governed by price ceil- 
ings. Weather has been excellent, 
and truck operators are having less 
difficulty obtaining tires and parts. 
Labor situation is unimproved. 
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Dealer Associations to Have Part 
In Disposal of Surplus Materials 


E’RE APPROACHING the time 

when the disposal of surplus 

building materials owned by the 
government will have an important 
bearing upon the welfare of this in- 
dustry. Surplus disposal can be a 
problem child, as it was a quarter- 
century ago; or it can be an aid to 
quick reconversion to a civilian pat- 
tern of business. 

Government disposition of  sur- 
pluses has been described in earlier 
issues of this journal; and it’s prob- 
able that this page will repeat some 
of that information in describing a 
new and recently announced Recon- 
struction Finance Corporation plan 
for supplying information to retail 
dealers about available surplus build- 
ing materials. 

Up to this time these surpluses 
have been largely hard materials; 
but when surplus lumber stocks do 
show up, as they may even sooner 
than we now expect, the same inform- 
ation plan will apply to them. 

Something like this: Materials 
handled by the Defense Supplies Cor- 
poration, a division of the RFC, will 
be sold at the regional level. When 
a regional agent has surpluses for 
sale he is to inform the office of the 
State or regional lumber association 
in whose territory the material is 
located. The secretary is to have ar- 
rangements made with one or several 
lumber dealers to inspect the mate- 
rial and to report back in regard to 
its quantity, size, grade and general 
usefulness. 

While this plan has been announced 
and is being put into effect, it’s 
definitely experimental; for at least 
two reasons. In the first place the 
Surplus Property Board, which is to 
be the chief and controlling agency 
in the field, hasn’t yet been fully or- 
ganized. It could happen that SPB 
policies, yet to be set up, might trans- 
fer surplus building materials to 
some other agency. But, as of now, 
the RFC handles them and is setting 
up these additional mechanisms for 
the purpose. The second reason why 


the information service is called ex- 
perimental is that the government is 
not sure it will prove effective. Should 
State and regional associations prove 
not to be interested, or should retail- 
ers not care to purchase the offerings, 
the information service doubtless 
would be written off. The RFC has 
the definite responsibility for moving 
these surpluses out to ultimate con- 
sumers and will do just that; if not 
in one day, then in another. 

There is, of course, no intention on 
the part of the RFC to restrict sales 
to retail dealers. In fact the instruc- 
tions going out to regional RFC 
agents state specifically that no pref- 
erence is to be given to any dealers. 
The NRLDA from the beginning has 
accepted this policy of no preference 
to any dealers, since the surpluses are 
public property owned by all the peo- 
ple. But the National Association has 
persuaded the control and distribu- 
tion agencies that the associations 
are so organized and located as to 
aid in making this distribution; with 
speed and in an orderly fashion and 
to the interest of the public. The 
RFC has lists of other prospective 
purchasers. Whether or not a reason- 
able part of this surplus flows out 
through standard trade channels will 
depend largely upon the speed of 
handling through retail yards, the 
volume taken and the prices that are 
bid. The NRLDA is urging State and 
regional associations to give the plan 
a complete and energetic trial. 

In connection with the experimental 
color of the plan, it’s just as well to 
remember that there have been a 
good many differences of opinion in 
control agencies about this whole mat- 
ter of marketing surpluses. As the 
NRLDA has pointed out, “There are 
certain elements in the surplus dis- 
posal picture who want to see every- 
thing offered to anybody in any quan- 
tity on a first-come, first-served ba- 
sis. There are others who favor the 
other extreme of quick disposal of en- 


_tire lots to any who can handle them 
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at any price that will get rid of the 
materials.” 

No need to say it’s not to the in- 
dustry’s interest to have these items 
sold at a small fraction of their value 
to speculators who would at once un- 
dercut the normal market in reselling 
the material. But, clearly enough, 
dealers can’t take all offerings, in- 
cluding sick cats and dead horses, at 
market prices just to control the re- 
distribution. It is expected that rea- 
sonable knowledge and merchandising 
skill will be applied on both sides. 
Agents of the RFC have full informa- 
tion about prices paid by the govern- 
ment; and, while they have consider- 
able discretionary authority, they’re 
supposed to ask fair prices. If in 
their opinion the bids are too low, 
they’re instructed to refuse to sell =o 
and to turn the material over to the = 
Washington office for disposal. 

The NRLDA has been cautious in 
this matter; not wanting to appear 
even remotely as trying to monop- 
olize this surplusage for association 
dealers. In fact it hasn’t come within 
a mile of making such an attempt. It 
has, however, argued that since re- 
gional association units are about the 
same as regional RFC units and since 
established dealers are in the best 
position to redistribute this surplus 
material, a reasonable amount of co- 
operation would best suit the interests 
both of the government and of the 
consuming public. The NRLDA has 
urged state and regional secretaries 
to co-operate fully with the regional 
RFC agents in an effort to make the 
plan work in a satisfactory manner. 
The fact that not much lumber is be- 
ing offered at present may lead some 
people to think it isn’t important to 
go into action now. But this is a good 
time to set up the machinery and to 
get it into smooth operation; to get 
the basic training done before going 
into battle on a full scale. 











Structural Design 


The NLMA has published a booklet 
entitled, “National Design Specifica- 
tions for Stress-Grade Lumber and its 
Fastenings;” which will be of prime 
importance to retailers and especially 
to those retailers who operate under 
antiquated local building codes. It 
will be of equal importance to re- 
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Growing New Timber 
for Tomorrow’s Needs 


Since 1904 Urania has been practic- 
ing systematic reforestation. With 
more than 110,000 acres of timber- 
land now operated on a sustained 
yield basis, Urania is a good organi- 
zation to look to for your future 
lumber requirements. 


Urania Lumber Co. 
‘Urania, Louisiana 


Members 
S.P.A. — S.P.1.B. — S.H.P.I. 
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What do you need NOW? 














Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd, Rainy Lake, Ont. 








tailers who supply materials or have 
any planning responsibility for engi- 
neering structures where strength is 
a major consideration. 

War pressures and lack of adequate 
supplies speeded this study. Some 
structures of necessity were built 
according to sub-standard specifica- 
tions; at least as such things were 
understood before the war. Stress- 
grade lumber was not available. In 
fact not enough lumber of any kind 
could be had. Two quite different re- 
sults followed. In some instances the 
buildings were of little value, be- 
cause they did not have strength 
enough to stand up to minimum 


stresses. But in other instances ca- 
pable engineers did succeed in put- 
ting the needed strength into the 
building without using the amount of 
materials indicated as necessary in 
pre-war standard tables. Better de- 
sign, better joints, more accurate 
fabrication and the like compensated 
for the lack of massive materials. 
Out of this experience, plus an im- 
mense amount of laboratory testing, 
has come this specification booklet. 
It is so organized and indexed that 
its provisions can be included in 
building specifications and building 
codes, either directly or by refer- 
ence. It should prove _ invaluable 
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on the Box and 
Crating Program 









anxious to Resume 


SERVICE TO YOU 


Bear with us a little longer, Mr. Regular Customer. With Victory in Europe 
.».« G. L Joe is going to need a lot of boxing and crating to move his 
arsenal to the South Pacific for the final clean-up. 

We have to do our part... Then you'll come into your own once more... 
and we guarantee you the best service you've ever had from Metro 


Lumber. 


| an —— 


CHICAGO 
4010 W. Madison St. 
Kedzie 7510 


MILWAUKEE 
7534 W. State St. 
Bluemound 4686 


Owners and Operators 


Ponderosa Mouldings, Inc. 
Redmond, Ore. 


LUMBER * 


BOX SHOOK ® 


MOULDINGS 
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where a city is in process of revising 
a building code. Entirely too often 
have building codes been set up by 
rule of thumb; or they have been 
written by special interests wanting 
to cheapen construction, make more 
employment for building mechanics, 
outlaw a competing material or what- 
ever. Many such haphazard codes 
have resulted in discrediting frame 
construction. “National Design Spec- 
ification” cuts to the line; is not a 
propaganda broadside in any sense. 
It’s not a “popular” treatise, since 
it’s done in engineering terminology. 
But it is a standard guide, by means 
of which any competent engineer can 
measure a proposed building code. 


Concerning OPA 


This probably is old stuff to you; 
but for the record let’s put it down 
that the OPA has declined at this 
time to increase the ceiling prices for 
southern pine lumber. This little gift, 
out in ample time for Father’s Day, 
is based, so OPA says, on data indi- 
cating that present prices satisfy 
the minimum requirements of the law. 
In a burst of candor OPA adds that 
probably 25 percent of total southern 
pine lumber production, the marginal 
gleanings, would cost more to produce 
than the customers could pay. Well, 
25 percent of total southern pine 
lumber production would about build 
all the houses we’re likely to get in 
the next year. Furthermore, the 
agency, it seems, counted income in 
other lines of business in determin- 
ing the cost of producing southern 
pine. What the other lines were didn’t 
get mentioned. Maybe if a man made 
money running cattle in the woods he 
could afford to lose money running a 
saw through his trees. D’you suppose 
it would work the other way? Could 
’Rastus get his wife’s laundry ceiling 
riz to compensate for his bad luck 
with the numbers? Oh, well . . 

Just to make it good, the OPA 
waited a few days and arranged some 
new prices of Douglas fir stock mill- 
work at mill level. They do say that 
such increases as they got were due 
the millwork makers; in fact that 
they’re going to be lucky to break 
even at the new raie. At least they 
did get the figures changed. Details 
are in MPR 589—Douglas Fir Stock 
Millwork—effective June 11. 

There’s no nourishment in getting 
Capone with the OPA; at least none 
for this page. That agency has been 
shot at by experts and seems to like 
it. One thing it denies every Thurs- 
day on the hour; and that’s any re- 
sponsibility for or interest in pro- 
duction. It swore off production away 
back wheti. Doesn’t cough in the 
morning; never has a hangover. Ab- 
stinence it is wonderful. Hold to the 
line, and let the bankruptcies fall 
where they may. Omar must have 
seen this rugged agency from afar: 
“. . . nor all your Piety nor Wit shall 
lure it back to cancel Half a Line.’ 
Selah. 
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° AETNAPLYWOOD 
AETNAPLYWELD 


products with a 


SOUND FUTURE, 
MANIFOLD USES, 
UNLIMITED SALES 


“Teleply Ticker" on Request 
1732 Elston Ave., Chicago 22, Ill. 
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e Polson Sitka Spruce lumber is going Zor the Colorfud Homes 

for largely for aircraft, gliders, boat- of Te 

“ building, boxes and crating on urgent | CMOVIOW 

di sas arena CREO-DIPT Double-Wall 

nt Under present conditions it is impos- 

at sible for us to supply any volume of Vl 

ar Sitka Spruce lumber for commercial ; 

"Il = Deep textured red cedar shingles in a 

ing With victory we hope to again supply wide assortment of luxurious colors, 
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no Spruce lumber, Douglas Fir lumber Backing Board. 
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— PO LSON To beautify, protect and preserve wood 
boo shingle sidewalls and roofs. For color 
chart and full information write Creo- 


~ Lumber & Shingle Mills Dipt Co., Inc., North Tonawanda, N.Y. 
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“| ANGELINA 


There will be a big demand for lumber at 
the close of the war. Angelina is looking 
forward to restoring its famous “SUDDEN 
SERVICE” for post- 
war buyers. Make a 
note now to put 
your postwar needs 
up to Angelina for 
dependable quality 
and satisfaction. 





.b- 





CHICAGO REPRESENTATIVES: 


i 7 SHOOK LUMBER COMPANY, 
Franklin St., Chicago, Ill 





- Maetail and Industral Sales ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 
ee" ‘ul'w. 7. Washington St. Chicago, Il. TROUT CREEK LUMBER CO., Kirbyville, Texas 


Railroad and Car Material 
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PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you can furnish any of the follow- 
ing (or anything else) write or wire me. 


1 or more cars 4/4", 5/4”, 6/4”, 
8/4” Soft or Hard Maple, Poplar, 
Pine, Gum, Birch, Willow, Magno- 
lia, Oak, Beech, etc. Any grade, 
preferably Uppers or Log Run. 
Kiln dried, air dried or shipping 
dry. Rough or S2S or S4S. Can 
use RW&4L, or shorts. 








— WANTED — 
Ve”, Va", Any Size 


Quete Price and Quantity 


National Tileboard 
Corp. 


Baldwin St., Bronx 66, N. Y. 
FA. 4-6666 
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The MANAGERIAL FILE 
A desk-side efficiency unit 
for the nan execetive = 
, security, 

ann J i 3 oe 2/2” 
rabber castors. Ball-bear- 
rollers on drawer. 
qualtty. Order today. 


Northwest Metal Prods. Co. 











a E. Mason ee 
SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


YARD STOCK & j R "OL 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reltable Shippers 33 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
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' Our flooring plant is modern through- 
out. For well-manufactured Maple 
and Birch flooring specify “Diamond 
Hard.” ‘ 



































American Lumberman 
Publisher Organizes 
Naval Air Information 


Recently released for publication by 
official Navy circles is the story of the 
activities of Commander Herbert A. 
Vance, USNR, publisher of the 
AMERICAN LUMBERMAN, since he 
entered the service in March, 1943. He 
has been head of the Publications 
Branch for the Deputy Chief of Naval 
Operations and the Bureau of Aero- 
nautics. 

His initial task in this position was 
the integration and expansion of the 
publishing operations of the Bureau 
of Aeronautics to meet the informa- 





Commander Herbert A. Vance, USNR 


tional needs of the mushrooming Na- 
val Air Corps. His original staff con- 
sisted of four junior officers and 13 
clerks. Today he directs nearly 150 
persons, of which one-third are of- 
ficers. Commander Vance’s organiza- 
tion is responsible for the procure- 
ment, editing, classification, indexing, 
reproduction, storing and distribution 
of processed dnd’ printed publications 
and forms issued by these two divi- 
sions. 

Most of these publications are tech- 
nical, having to do with the operation 
and servicing of aircraft and all types 
of aeronautical equipment. A vast 
amount of instructional literature is 
necessary to keep a Navy plane in 
fighting trim. For example, it takes 
150 different handbooks and manuals 
to cover all of the equipment in one 
Helleat fighter, and a four-motored 
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PB4Y-1 patrol bomber requires 459 
different handbooks. 

Distribution of the proper quanti- 
ties of various booklets to naval air 
stations all over the world is a major 
organizational problem and an elab- 
orate addressing machine and punch 
card system are maintained by the 
Branch for distribution of new items. 
In addition more than a thousand spe- 
cial order items are shipped each day. 

The distribution responsibilities in- 
clude the establishment of publica- 
tions centers at naval air stations 
and with fleet activities, and at newly 
organized bases in the forward areas. 
At the Philadelphia Naval Aviation 
Supply Depot Commander Vance’s 
publications warehouse keeps 15,000 
different items in print, and more 
than 500 new ones are added monthly. 
Commander Vance has covered the 
Pacific battlefront areas several times 
by plane in the establishment and su- 
pervision of these advance publications 
bases. Every ship, station and unit 
concerned with naval aircraft has a 
publications officer to organize the 
technical information received and see 
that the personnel use it. 


Receives Second Army-Navy "E" 


Vita-Var Corp., Newark, N. J., 
paint, varnish, and enamel manufac- 
turers, have won for the second time 
the Army-Navy production award, it 
is announced by A. O. Allen, vice 
president in charge of manufacturing 
and research. Many of the special 
paints supplied by Vita-Var to vari- 
ous branches of our fighting forces 
render clothing, equipment, and sup- 
plies flame proof; waterproof; proof 
against rain, mud, and sleet; and 
proof against the fungus of the 
jungles. : 


SPA Holds District Meetings 


Through a series of district meet- 
ings throughout the South, southern 
pine manufacturers, both subscribers 
to the Southern Pine Association and 
non-subscribers, are being told of 
the progress of SPA’s expanded pro- 
gram adopted last January. Meetings 
were held at Nacogdoches, Tex.; Fl 
Dorado, Ark., and Meridian, Miss., on 
May 29, 30, and June 1 respectively. 

Appearing before these gatherings 
were SPA representatives S. P. Deas, 
assistant secretary, who reviewed the 
work of the association; W. H. 
O’Brien, trade promotion manager, 
who told the manufacturers of the 
need for the industry to back the 
expanded program of trade promo- 
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tion adopted by SPA; Cy G. Lowe, 
labor relations manager, who de- 
scribed the labor relations service; 
and W. C. Hammerle, forester, who 
discussed forestry and conservation. 


Joins Staff of AFPI 


Bert Kemmerer, decorated veteran 
of World Wars I and II and news- 
paperman, recently connected with 
the American Forestry Association 
as a publicity man for the Forest 
Research Appraisal, has joined the 
public relations staff of American 
Forest Products Industries, Inc., in 
Washington, D. C. 


Wins Fifth “E" Award 


Wood-Mosaic Co., Louisville 9, Ky., 
has earned its fifth production award 
citation and is now flying four white 
stars on its Army-Navy “E” flag. 


Lumber Organization 
Activities in Baltimore 


Monthly meeting of the Baltimore 
(Md.) Retail Lumber Dealers’ Asso- 
ciation was held June 4 in the Lord 
Baltimore Hotel. Albert H. League, 
president, presided and current topics 
were discussed. 

Edward G. James, president of the 


Baltimore Lumber Exchange, presided 
at the meeting of the managing com- 
mittee on June 4. Routine matters 
received attention. Next meeting will 
be in September. 

Baltimore - Washington Lumber 
Sales Club closed its season’s activi- 
ties on June 4 with a dinner at the 
Blackstone Apartments in Baltimore 
and election of officers as follows: 
President—Harry Fried, Baltimore; 
vice president—R. M. Coulbourne, Jr., 
Washington, D. C.; secretary-treas- 
urer—Thomas A. Charshee, Balti- 
more. R. B. Riley of Washington is 
retiring president. 








‘STANZOIl 
P| ONEER 


~ 









New working efficiency 


for hands exposed to 








harmful materials 


Stanzoil Gloves 
now have new really non-slip finish 


This new finish on Stanzoils actually grips wet 
slippery objects more firmly than bare hands can — 
result, more efficient work . . 
hand accidents, saving you lost time and costly injury 
claims. Made of DuPont neoprene, as processed by 
Pioneer, Stanzoils out-wear rubber 3 to 7 times, resist 
damage by oils, acids, preservatives — are highly 
flexible, safe for sensitive hands, as hundreds of 
industries know. All needed styles, sizes, weights — 
black or white. For better safer work and economy, 
write today for Stanzoil facts. 


. in greater safety from 


Synthetic Rubber Division 


THE PIONEER RUBBER COMPANY 
272 Tiffin Rd., Willard, Ohio, U.S.A. 


New York - Los Angeles 


OVER 25 YEARS OF QUALITY GLOVE MAKING 








BOOKS THAT WILL INCREASE YOUR PROFITS 


AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 


struction, Etc. 


WRITE FOR COMPLETE CATALOG 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 














KNIGHT SAW MILLS 


All lron & Steel Construction 
DOGS, SET WORKS, EDGERS 
Manufactured by 
THE KENT MACHINE COMPANY 
117 Portage St. Cuyahoga Falls, 0. 
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Old Growth 


DOUGLAS FIR 
at Its Best 


OREGON-AMERICAN | 
Lumber Corp. | 


Vernonia, Oregon 


Rh lomelolo Me 1-7 1am OF Tii 








OU need these tools for 

insulation board jobs. 
Made of hard maple, light 
weight. Sharp, strong blades 
cut thru toughest insulation 
boards, leaving clean, smooth 
edge. Three tools, five blades, 
attachments, all for 


$350 


Sent postage paid 
anywhere in U.S. A. 
Extra Bevil-Devil Blades, of 
selected steel, ground to cut 
insulation board, package of 
100 for $4.00, postage paid. 


KIMBALL mec. co 


1709 GREENLEAF ROYAL OAK, MICH. 
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Fly Screen Cloth 


"KEYSTONE BRAND” 


| Limitation order L-303 recently issued by 
W.P.B. greatly restricts our distribution 
and the sizes and meshes of cloth we can 
weave. 


We will do our very best to supply our 
customers. Full information will be cheer- 
fully given to your inquiries. 

Allow us to quote 


Phone 631 
THE 


Seneca Wire & Mfg Co. 


FOSTORIA, OHIO 




















Lindsey 8-Wheel 
Tractor Wagons 


are ideal for tractor logging. They 
are used singly or in trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sele Manufacturer 
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Celotex Expands in Southwest 


The Celotex Corporation, Chicago 
3, has purchased the Texas Cement 
Plaster Co. properties and plant at 
Plasterco and Longworth, Tex. Ac- 
quisition of this modern plant will 
provide Celotex with needed facilities 
to supply a growing market for gyp- 
sum products in the Southwest. 





The Celotex Cor- poration, Chicago, 
has announccd the appointment of 
Gates Ferguson, 
formerly associate 
director of the 
Federal Housing 
Administration 
for the New York 
district, as adver- 
tising manager. 
The new Celotex 
executive has had 
a long and suc- 
cessful career in 
newspaper, adver- 
tising, and public 


relations work. Gates Ferguson 





M&O Paper Company 
Elects Officers 

At the annual meeting of the board 
of directors of the Minnesota & On- 
tario Paper Co. (of which Insulite is 
a division), Minneapolis, Minn., held 
following the shareholders’ meeting, 
R. H. M. Robinson was elected chair- 


R. H. M. Robinson D. D. Davis 


man of the board and D. D. Davis 
was elected president of the company. 
Other officers were re-elected as fol- 
lows: Vice presidents—R. W. An- 
drews and C. T. McMurray; secretary- 
treasurer—Ralph D. Main; comptrol- 
ler—Frank J. Hickling. 

At the annual meeting of the share- 
holders, approval was given to a re- 
financing plan. 


Fire Losses 


The Farm Bureau Lumber Corp., 
subsidiary of Indiana Farm Bureau 
Coop. Assn., Inc., Indianapolis, Ind., 
had its Pine Bluff (Ark.) hardwood 
flooring plant and office completely 
destroyed by fire on April 26. All ma- 
chinery of the McGlone Woodworking 
Co. operating in the same building, 
was also destroyed. Losses approxi- 
mately $75,000 and $50,000 respec- 
tively, both partly covered by insur- 
ance. 

Sawmill, planing mill, boilers, and 
dry kilns of Farm Bureau Lumber 
Corp. saved. Not yet definitely de- 


cided whether or not the flooring 
plant will be rebuilt. Contemplating 
buying or building two additional: yel- 
low pine sawmills. 





A Unique Record 


William D. Disston, vice president of Henry 
Disston & Sons, Inc., Philadelphia 35, Pa., 
is shown presenting a gold medal—replica 
of the Disston trademark—to George Metz- 
ger in appreciation of his 75 years of con- 
tinuous service to the company. When 
George had worked 71 years at Disston, 
his record was featured by Ripley in "Be- 
lieve It or Not." The 87-year-old employee 
still works actively in the heat-treating de- 
partment and every morning a Disston car 
calls fof him and every afternoon he is 
driven home. 





Northeastern Wood Utilization 
Council Will Meet 


The use of lignin for fertilizers will 
be discussed at a special meeting of 
the Northeastern Wood Utilization 
Council, to be held in Orono, Maine, 
June 29, in cooperation with the Uni- 
versity of Maine. Participants will 
include leaders of industry, forestry, 
agriculture, and research. 


Reopens After Period of 
Inactivity 


After nearly two years of inactivity, 
the Wisnom Lumber Co., San Mateo, 
Calif., reopened recently. James Wis- 
nom is president; Al Miller is vice 
president, and Howard Brown is sec- 
retary-treasurer. 


Appointed Sales Manager of 
U. S. Plywood 


S. W. Antoville, vice president and 
director of sales 
for United States 
Plywood Corp., 
New York City, 
announces the ap- 
pointment of Ed- 
ward J. Maroney 
as sales manager 
of the company. 
Mr. Maroney has 
returned to U. S. 
Plywood after a 
leave of absence 
during which he 
served as a lieu- 
tenant in the United States Navy, 
Production Division, Bureau of Aero- 
nautics. Prior to entering the service, ' 
Mr. Maroney was manager of U. S. 
Plywood’s Philadelphia operations. 


Edward J. Maroney 
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THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


MACHINE 
238 Eighth St. 


WORKS 
Holland, Mich. 


LANE 


Trade Mark Reg. U. S. Pat. Of. 


SAW MIL 


AVAILABLE FOR 
PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 


% 6 yoere experience in building Saw 
ills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER. VT. 








AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 


Automatic Dry Kiln Car Lumber Stackers 
Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Dry Kiln Car Gravity Flow Unloaders 

Electric Lumber Transfers 

Planer Feed Elevators 

Hydraulic & Electric Elevating Tables 


Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 











aN OF SPECIAL EQUIPMENT 
ecritan MANUFACTURING COMPANY INC. 
perverts 2119 Pacific Avenue, Tacoma 2, Washington | 
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You Can 
Cooperate With O. D. T. 


and at the same time save most 
of the freight charges by using 


PAR-TOX 


Wood Toxic Concentrate 


Every gallon of PAR-TOX makes 
30 gallons of toxic solution — by 
simply adding 29 gallons of low- 
cost reducing agent, available 
locally. 


It saves much in war-needed 


freight space — with an equal 
saving in transportation cost. 


Specify 
“Par-Tox Treated” 
on your next order. 


IRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 











. . Obituaries 


CHARLES F. BAER, 88, founder of 
the Baer Lumber Co., Wabash, Ind., 
died recently at his home in Long 
Beach, Calif. 


LEROY L. BALDWIN, 57, general 
manager and secretary of the P. L. 
Frank Lumber Co., Ravenna, Ohio, and 
secretary of the P. L. Frank Construc- 
tion Co., died June 1. His wife and two 
sisters and a brother survive. 

AUGUST C. BECK, 70, president of 
August C. Beck Co., Milwaukee, Wis., 
died May 17 at his home in that city. 
PRIVATE TRUMAN C. BLEDSOE, JR., 

son of a Chicago lumberman bear- 
Baing the same name, died in Law- 
son General Hospital, Atlanta, Ga., as 
the result of wounds received in the 
Belgium area last February. He was 
with the 3rd Army. He leaves his 
widow and young son, also his father 
and a brother and sister. 


FRANK CALVIN BRICE, JR., 33, 
3rice Lumber Co., Plant City, Fla., was 
killed instantly April 22 when struck 
by lightning on a golf course at Bar- 
tow. Survivers include his widow, three 
young children, and his father, F. C. 
Brice, Sr., who has an interest in the 
business. 
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PANO nh E. Webster Lumber Co. 


Kansas City, Mo. 











LEMIEUX BROS., INC. 


FORESTERS—TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 








MACHINERY® 


<CORINTH “co. 


CORINTH, MISS. 


: Sawmills, Edgers 
a Smooth End Trimmers 
Ll Mill Supplies 








HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Engincesing Service and Estimates Without 
bligation — Send Us Your Inquiry 
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BALSA 


Again available without priorities 
or ether restrictions. Stocks in 
New Orleans 


F.C. LUTHI & CO., 252 Ralter Bie 

















OSCAR C. BUTLER, 60, general man- 
ager of Butler-Horton Lumber Co., 
Natchitoches, La., and former owner 
of the O. C. Butler Co., Robeline, La., 
died suddenly May 28, of a heart attack 
at his home in East Natchitoches. 


MARK M. FARBER, 64, who had 
travelled as salesman for the Evans- 
ville Sash & Door Co., Inc., Evansville, 
Ind., since 1940 and prior to that had 
represented the Southern Door & Glass 
Co., Nashville, Tenn., the Goshen Sash 
& Door Co., Goshen, Ind., and several 
Chicago millwork concerns, died in an 
Evansville hospital on June 10, after 
a brief illness. 


HENRY CHARLES FISHER, 71, 
senior partner and general manager of 
Fisher Bros. Lumber Co., Tuscaloosa, 
Ala., died June 2 at a hospital in Selma, 
after a serious illness of only a few 
days. Survivors include two sons, Har- 
old and Vernard P. Fisher of Tusca- 
loosa; a daughter; three sisters, and 
two brothers, one of whom is E. A. 
Fisher, Tuscaloosa, with whom he 
founded and was associated in the lum- 
ber business. 


HENRY W. GAULKE, 85, president 
of Schaller & McKey Lumber Co., 
Janesville, Wis., died at a local hospital 
in May. 


JOSEPH MARSH GIBSON, 74, part- 
ner in Brandenburg & Gibson, Pine- 
ville, Ky., died May 12, of a heart at- 
tack. 

L. HARVIE HALL, 68, lumberman of 
Topmost, Ky., died at his home there 
May 16 after an illness of several 
weeks. Surviving are his widow and 
six children, one of whom, Robert Hall, 
will succeed him in the lumber busi- 
ness. 


TORVAL HANSEN, 55, wholesale 
sales manager for Simons, Inc., Minne- 
apolis, Minn., died June 3. He was a 
past president of the Mississippi Valley 
Lumber & Sash & Door Salesmen’s As- 
sociation. 


MARSHALL H. JONES, 53, directing 
head of Coppersmith & Co., Elizabeth 
City, N. C., died at his home there May 
30, after several months of ill health. 


The War Department reports pre- 
sumptive finding of death of FIRST 
LIEUT. THEODORE T. JONES, JR., 

25, after being “missing in action” 

since June, 1944. Lieut. Jones, who en- 

listed in the Army Engineers in Sep- 
tember, 1941, was attached to the 326th 

Engineer Battalion, which unit was a 

part of the 101ist Airborne Division, 

and was in the invasion of Normandy. 

He is a son of Ted T. Jones, T. T. Jones 

Lumber Co., Minneapolis, Minn. 


KARL BRADLEY KELLOGG, 65, for 
many years prominent in the Pacific 
Northwest’s lumber industry and a 
past president of the Tacoma Lumber- 
men’s Club, died May 17 after collap- 
sing’on the street in his nome town 
of Tacoma, Wash. 


EDGAR B. KING, 70, founder of the 
King Lumber Co., Bakersfield, Calif., 
with yards throughout the southern 
part of the San Joaquin Valley, died 
recently in a sanitarium at Livermore, 
Calif., following a long illness. He is 
survived by his widow, two daughters, 
a sister, and four brothers, three of 
whom, Elmore, Everett, and Leslie, are 
carrying on the King Lumber Co. 


Cc. A. LARIMER, proprietor of the 
Standard Lumber Co., Wray, Colo., died 
recently. 


CLARENCE MURRAY MUNGER, 63, 
recently of Hempstead, Long Island, 
N. Y., and formerly of Indianapolis, 
Ind., died May 18 in Philadelphia. He 
was eastern manager for Roach & 
Musser Lumber Co., Muscatine, Iowa. 
Surviving are the widow, a son, a 
daughter and two brothers. 


GUSTAVE N. LORTZ, 83, president 
and partner of the former, Lortz & 
Frey Planing Mill, known today as the 








Frey Planing Mill Co., Louisville, Ky., 
died June 2. He had been retired for a 
number of years. 


J. DANIEL LYON, 63, president of 
Lyon-Gibson Lumber Co., Hunting- 
town, Md., died June 7, after a long 
illness. 


MARVIN M. MELL, 78, a founder of 
the Fairlawn Supply & Coal Co., Akron, 
Ohio, and founder 39 years ago of M. 
M. Mell, Inc., East Akron, died June 3. 
His son, Donald C., is president and 
general manager of the Fairlawn firm. 
Another son and a daughter survive. 


JOHN A. MILLEN, 69, who had been 
associated with the management of the 
Wisconsin-Arkansas Lumber Co., Ar- 
kansas Land & Lumber Co., and the 
Van Veneer Co. at Malvern, Ark,, died 
suddenly June 3, shortly after being 
stricken with a heart attack. 


ALLAN W. MOORE, 28, president and 
general manager of the Winter Park 
Lumber Co., Winter Park, Colo., was 
killed when his car overturned on a 
mountain pass near Idaho Springs, 
Colo. 


JOSEPH B. MOORE, 65, who headed 
Moore-Keppel & Co., Ellamore, W. Va., 
and the Three Fork Lumber Co., died 
May 30 in a Philadelphia hospital, 
where he had been a patient for a 
week. 


WALTER Q. PATTEN, 57, assistant 
secretary of the Patten-Blinn Lumber 
Co., Los Angeles, Calif., and son of the 
founder of the firm, died June 8 at his 
home in Los Angeles. He is survived by 
his widow; three sons, Beverly, Duane, 
and Dana; a sister, and a brother, Fred 
Patten. 


FREDERIC MESSENGER SIBLEY, 
61, president of F. M. Sibley Lumber 
Co., Detroit, Mich., died suddenly June 
14 at a local hospital. The company, 
founded by his father, has three retail 
yards in Detroit. In 1916 he developed 
a lumber trailer with August Fruehauf, 
which resulted in founding the Frue- 
hauf Trailer Co. Mr. Sibley was a mem- 
ber of the board of directors of the De- 
troit Retail Lumber Dealers Associa- 
tion. He is survived by his widow, four 
daughters, and a son, Lt. F. M. Sibley, 
Jr., USNR. 


ALBERT STEVES, JR., 60, president 
of Ed Steves & Son Lumber Co. and of 
Steves Sash & Door Co., San Antonio, 
Tex., died June 7 at Johns Hopkins 
Hospital, Baltimore, Md., from compli- 
cations which developed after he is 
believed to have swallowed a chicken 
bone. He had gone to Baltimore to see 
his son, Marshall Terrell Steves, grad- 
uate from the U. S. Naval Academy at 
Annapolis, June 6. 





WOODSON STANLEY THORNTON, 
SR., 54, proprietor of W. S. Thornton 
Co., Houston, Tex., died at his home 
there May 22. 


HOWARD D. TOLERTON, 73, presi- 
dent of Tolerton Co., Alliance, Ohio, 
died in a Cleveland hospital May 28, 
after an illness of several weeks. A 
daughter and three sons survive, two 
of whom, Robert I. and Edgar J., rep- 
resent the third generation in the lum- 
ber firm. 





R. E. VICK, 56, secretary-treasurer 
of the Speer Hardwood Co., Fort Smith, 
Ark., died in a St. Louis hospital June 
5. He had been ill two weeks. 





LOUIE P. WRAPE, 63, associated at 
one time with the Henry Wrape Co., 
Paragould, Ark., and operator of the 
Henry Wrape Stave Mill at Searcy from 
1930 until his retirement a few years 
ago due to ill health, died suddenly at 
his home in Searcy, Ark., May 14, of a 
heart attack. He is survived by his 
widow, a daughter, a sister, and four 
brothers, W. R. and John Wrape, Little 
Rock, and Frank S. and Robert Wrape 
of Paragould. 


June 23, 1945, AMERICAN LUMBERMAN 
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ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
BERMAN by Monday prior to publication 
date. Rates are b on ber of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 





RATES PER WORD, PER INSERTION 
6c per word for one insertion. 
7c per word, per insertion, for 2 consecutive 
insertions. 
6c per word, per insertion, for 3 to 5 consecu- 
tive insertions. 
MINIMUM CHARGE §1.60. 
Attractive discounts for 6, 13 er 26 consecu- 
tive insertions. 
When answering “blind” advertisements ad- 
dress number shown care of 


AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 


WANTED—SUPERINTENDENT 

For large retail lumber yard in southern Wis- 
consin, Experience necessary. Must have 
ability to handle men. Address B-105, Amer- 
ican Lumberman. 





— 








Lumber Wholesale Firm (Softwoods) seeks 
man with first class mill connections. Also 
broker. Postwar future. Partnership consid- 
ered. Address D-37, American Lumberman. 





MILLWRIGHT wanted for permanent position, 
experienced man capable keeping saw mill 
and veneer plant in good repair, handle new 
construction. Location metropolitan New York 
area. Write fully stating experience and sal- 
Gry. Address D-44, American Lumberman. 





Wanted at once—Assistant Manager, experi- 
enced in estimating, drafting, selling for yard 
in Central Iowa. Address D-45, American 
Lumberman. 





WANTED—MANAGER 


of lumber and building material department 
(retail and contractor). Requires experience 


in advertising, selling, merchandising, esti- . 


mating and some construction experience. Of- 

fers good, ermanent postwar position. Lo- 

cated in -Northern Illinois. Address D-5l, 
erican Lumberman. 





Wanted—Man experienced as Draftsman and 
detailer for Special Millwork Factory. Per- 
manent employment. Fort Worth, Texas. Ad- 
dress D-71, American Lumberman. 


YARD SUPERINTENDENT — Intelligent man 
with experience in lumber, millwork and 
building specialties. Must be High School 
graduate, able to control substantial crew 
= to 40 men normally)—Good housekeeper. 
ine opportunity in large organization. Salary 
$3250.00 per year to start—year-end bonus. 
Write fully in confidence to Box 5909, Wash- 
ington 14, D. C. 














WANTED—MILL MAN 


Must be good mechanic, capable of taking 
charge of small shop doing special millwork. 
entral New Jersey. Address D-64, American 
umberman. 





HELP WANTED 





HELP WANTED 








WANTED—SALESMAN 


Salesman and estimator for retail lumber and 
building materials. Work inside and outside. 
Permanent job for experienced man with a 
well established firm in East Tennessee. Ad- 
dress PO Box 426, Johnson City, Tennessee. 


SET WORKS OPERATOR for permanent posi- 
tion, large mahogany mill near New York, 
Experience on Trout Electric Set Works desir- 
able, Write fully stating experience and sal- 
ary. Address D-43, American Lumberman. 








Young man trainee in Chicago to assist in 
buying and selling building materials, paint, 
hardware, coal. Address D-26, American 
Lumberman. 


AUTO AND TRUCK MECHANIC 


Want to employ experienced auto and truck 

mechanic. Must be good. Prefer man with 

knowledge of tractors, and skidders, and 

Diesel motors. Permanent employment in 

good community. J. F. Townsend, Townsend 

—_ Door & Lumber Company. Lake Wales, 
orida. 








WAREHOUSE FOREMAN 


For a well established Chicago MILLWORK 
JOBBER. Must understand detailed construc- 
tion of millwork. Position permanent and 
offers rapid advancement for right man. Give 
experience in detail, salary expected and 
when available. All correspondence strictly 
confidential. Address D-70 American Lum- 
berman. 





WANTED—YARD MAN 


Young man with general knowledge of build- 
ing materials, to take charge of yard and ship- 
ping in small yard in central New Jersey. Ad- 
dress D-63, American Lumberman. 





Progressive- Line Yard Company operatin 

hardware and lumber yards in Montana an 

Wyoming have several openings for assistant 
managers, bookkeepers, and yardmen. Good 
salary and opportunities for advancement 
with a live, aggressive concern with post-war 
expansion plans. Please state qualifications, 
age and salary desired in first letter. All in- 
— confidential. Address D-59, American 

erman. 





Wanted: Competent manager for large sash, 
door and millwork factory. Northern locality. 
—— trade in East and Middle West. 
Must be practical man in factory with knowl- 
om of millwork costs and acquaintance 
with wholesale jobbers. State age, refer- 
ences, experience and salary expected. Ad- 
dress D-58. American Lumberman. 





WANTED: Experienced lumberman or lad 
who is capable of doing estimating, sales an 
eneral office work in retail lumber yard. 
uburb just outside of Chicago. Address 
D-47, American Lumberman. 


WANTED—SAW FILER 


Want Saw Filer keep up saws for small cir- 
cular mills. Permanent employment to good 
man. Townsend Sash, Door Lumber Co., 
Lake Wales, Fia. 


RETAIL LUMBERMAN 
Florida mn has opening for Sal 

thoroughly experienced in retail lumber and 
building materials. Also opening for counter 
man to wait on pick up trade. We sell 
everything from foundation to roof. Perma- 
nent employment if work satisfactory. No 
liquor. Address D-40, American Lumberman. 

















WANTED—Catholic yard manager for good 
town in West Central Minnesota. Must be 
man of experience. Address D-82, American 
Lumberman. 





Wanted superintendent to assist in the erec- 
tion of and to later operate a new Readi-Mix 
Concrete Plant. Frederick G. Smith & Co., 
327 E. Stephenson Street, Freeport, Illinois. 





WANTED AT ONCE: Capable retail lumber 
yard foreman. $280.00 per month, one year’s 
work New York State followed by permanent 
position in Illinois. Write full particulars and 
-- status. P. O. Box 473, Saratoga Springs. 





Wanted: Office sales manager, combination 
lumber buyer and salesman. Hardwood lum- 
ber inspector. Excellent participati oppor- 
tunity with old, established Centr tates 
firm. Give full qualifications. Address D-38, 
American Lumberman. 








SITUATIONS WANTED 


a rm 








Fourteen years retail operator and employee. 
Several years with larger sawmills, account- 
ant to office and sales manager. Desires 
permanent worthwhile connection. Above 
middle age. Address D-29, American Lumber- 
man. 





MANAGER—RETAIL YARD 
or Wholesale Warehouse wants connection, 
southern Wisconsin or northern Illinois. Ex- 
perienced. Address D-72, American Lumber- 
man. 





LUMBER INSPECTOR 


Tally man for hardwood lumber in Chicago 
furniture plant. Good pay. Steady work. 
State qualifications. Address D-56, rican 
Lumberman. 


Wanted foreman for lumber, coal and build- 
ing material yard to supervise workmen, 
trucks, and unloading of materials. Frederick 
G. Smith & Co., 327 E. Stephenson St., Free- 
port, Illinois. 








WANTED: Logging Camp Foreman who can 
and will stay in the woods with his men and 
not at the landings or the camp. Must be 
able get 20,000 feet hardwood |! daily in 
Appalachian Mountains. Address D-55, Amer- 
ican Lumberman. 





WANTED: If you are interested in a perma- 
nent connection with a progressive, well es- 
tablished and well financed Wholesale Lum- 
ber firm, and have the necessary qualifica- 
tions, we have a desirable opening for an ex- 
perienced West Coast erman on the 
Coast, and a Southern Pine and Hardwood 
Lumberman in the South, to sell and buy un- 
der direction of our Chicago office. Address 
D-67, American Lumberman. 





HELP WANTED MALE 


Office Salesman and Assistant Buyer for 

wholesale lumber company. Annual business 

over two million dollars. Fine post war oppor- 

tunity. Prefer man under forty-five. Give full 

ams a aaa Address D-79, American Lum- 
erman. 





WANTED: Mill foreman for band mill located 
Madisonville, Kentucky. Stimson Lumber Com- 
pany, Owensboro. Kentucky. 





Wholesaler or Line Yard Buyer... Several | oe 
with mills Arkansas and Louisiana. es 
manager and other. One year on road. Sev- 
eral years retail. Permanent connection de- 
sired. Address D-41, American Lumberman. 





NAVAL OFFICER, 33, to be released this 
summer, Christian. married, child, excellent 
health, desires offer that will crystalize his 
future. Southern university graduate, sales 
engineering: above average positions two 
large corporations, large scale housing pro- 
ject, head small construction corporation, pre- 
fabrication r h and int t: planner, or- 
ganizer, speaker—knowledge of Latin Ameri- 
can including Spanish, Portuguese; recognizes 
his limitations. Confidential information re- 
spected. Address D-69, American Lumberman. 








SALESMAN—Desires postwar connection to 
call on retail dealers. Thirty years experience 
retail lumber and millwork industry. Milwau- 
kee headquarters preferred. Address D-73, 
American Lumberman. 





EXPERIENCED LUMBERMAN 


Thoroughly familiar with large or small yard 
operations. Last twenty years as manager of 
three different retail yards in Chicago. Inter- 
ested in permanent gees only. The ve 
best of references. at have you to offer 
Address D-60, American Lumberman. 





EXPERIENCED MILLWORK MAN 


Capable retail lumber and millwork man; 
thoroughly familiar with all branches of the 
business desires position as manager or as- 
sistant to owner with chance for future inter- 
est. Address D-66, American Lumberman. 





WANTED: Experienced office men and experi- 

enced hardware man for large retail lumber 

_ Whelan Lumber Company. Topeka, 
ansas. 





AMERICAN LUMBERMAN, June 23, 1945 








MILLWORK SUPERINTENDENT-DETAILER 
23 experience high-class detail mill- 
work, also lumber business, age 47. Address 
D-77, American Lumberman. 
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BUSINESSES WANTED 





BUSINESS OPPORTUNITIES 








Experienced and Competent Line Yard Ex- 
ecutive wishes to purchase string ci yards or 
interest in a string of yards. All correspond- 
ence, negotiations, etc. will be kept strictly 
eae. Address D-52. American Lum- 
erman. 





BUSINESS WANTED 


Lumber yard in Chicago. Will lease or buy 
outright. With or without inventory. Give 
general description. Address D-39, American 
Lumberman. 





WANTED—TO BUY 


Lumber and building material yard in Illi- 
nois, Indiana or Michigan—in small town or 
suburb preferred. Write D-68, American Lum- 
berman. 











LUMBER & DIMENSION 
WANTED 


Wanted Hardwood and Softwood Lumber of 
all kinds all grades. Forest Products Com- 
pany, NW Bank Building. Minneapolis, Minne- 
sota. 











WANTED—1 to 5 cars flooring, siding. parti- 

tions and shorts, also carload of pickets. BIS- 

SELL LUMBER & WRECKING CO., 7834-7920 

TL gee Ave., Elmwood Park, Chicago 35, 
ois. 





WANTED: Millions of hardwood cubes, 1-5/16" 
and 134°’ sizes: must be ‘/-* clear, D4S, 
smooth-sawn ends. Address D-50, American 
Lumberman. 





WANTED—1 to 3 cars 2x4s from 6 feet up. 
BISSELL LUMBER & WRECKING CO., 7834- 
7920 W. Grand Ave., Elmwood Park, Chicago 
35, Illinois. 





Wanted to buy 50,000 ft. each 4/4" and 5/4” 
Dry Poplar. South Bend Dowel Works, South 
Bend 23, Indiana. 





WANTED—1 to 5 cars 1 inch shorts from 3 
feet up. BISSELL LUMBER & WRECKING CO., 
7834- W. Grand Ave., Elmwood Park, Chi- 
cago 35, Illinois. 





1 or 2 cars used hardwood stacking sticks. 
Describe fully. E. J. Gaiennie, Box 1074, 
Shreveport La. 





Wanted: Fir or hemlock dimension 2x4 to 2x12, 
approximately 10 cars, green or dry. western 
stock preferred.. Two or three cars yellow 
pine flooring No. 2 and better. Can also use 
a mixed car of Flitch sawn white cedar and 
red or white oak, 1’’, 2°’ and 3” thicknesses 
R/W by R/L. re acceptable. What have 
ou to offer? H. Weisman & Son Lumber Co., 
each 95th St., Rockaway Beach, N. Y. Tele- 
phone Belle Harbor 5-414l. 





Will cash for plywood 1,"’ scrap to make 

sya” and 1/3" plywood to make 31/2’’x9"’. 

Wil need approximately 4500 pieces of 1/4,” 

unm! 3000 pieces 1," per wees ay. 

+ Lumber & Supply Inc., Fremont, 
°. 


BUSINESS OPPORTUNITIES 
Wholesalers with long established trade in 
Ohio will invest $10, with a softwood 
lumber manufacturer. Will sell output or can 
manage sales and production, having had 


extensive manufacturing experience. Address 
C-77, American Lumberman. 














WANTED: To manufacture some woodwork 
item or line om mass production principles 
for a selling agency or other manufacture. 
Plant lecated in small town with low over- 
head and good group of skilled employees. 
At present working Naval Ordnance. Can 
convert quick after contract cancellation. Ad- 
dress D-53, American Lumberman. 





WANTED—Additional lines’ of Industrial Lum- 
ber and Lumber Specialties by competent rep- 
resentative with twenty years experience in 
this field. Established Chicago ce and in- 
dustrial connections. Address D-74, American 
Lumberman. 
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Well equipped lumber and material yard for 
lease on percentage basis in Lincoln, Nebraska. 
Address D-75, American Lumberman. 





MANUFACTURERS REPRESENTATIVE 


Wants sales connection in millwork over 25 
years selling trade in Metropolitan District, 
now ready to handle postwar business. Ad- 
dress D-62, American Lumberman. 





WHOLESALER OR COMMISSION MAN 


If you are calling on industrial trade we can 

offer post-war service to help your profits. We 

are wholesalers with representatives in South 

- Northwest. Address D-57, American Lum- 
erman. 





For Sale or Lease 
PATENTED STORM WINDOW 
frame and interchangeable glass and screen 
sash, easily serviced from inside, called 
THE SUPER WINDOW 


This new simple invention gives the manu- 
facturer a decided advantage of producing 
it on a mass scale. Installation requires less 
fitting than any combination window on the 
market. Make 1 or 10,000 to glass size, elimi- 
nate expensive tailor-made practice. Will 
give full details to party with ample facilities 
to manufacture in large quantities. Address 
D-76, American Lumberman. 


MANUFACTURER'S REPRESENTATIVE 


I have for ten years successfully contacted 
the lumber and hardware accounts through- 
out Pennsylvania, Delaware, Maryland and 
Virginia. I would appreciate hearing from 
manufacturers who may have all or part of 
this territory open. dress D-81, American 
L erman. 











WANTED TO BUY 
—MISCELLANEOUS— 








RAILS WANTED 
Principally 16-20-25-30 Ib. 


reason Fiat. ie Mo. 


USED MACHINERY WANTED 








WANTED 


Gang lath bolter similar to Howell 
#5 or $7 


Gang lath machine similar to Howell $4 
Bolt Mill similar to Howell #100 


Give full description, condition and location 
of equipment. 


Kieckhefer Box & Lumber Company 
Milwaukee, Wisconsin 





WANTED—One man set works for Filer & 
Stowell R. H. #2—3 block carriage. D. A. 
—* COMPANY, ATLANTIC MINE, 





Wanted—Used bulldozers, angle dozers, shov- 
els, cranes, backhoes for import to Canada. 
Will buy in quantity if priced right. Paikin 
Brothers, Hamilton, Ontario, Canada. 





WE ARE IN THE MARKET 


For Morgan or Doig Nailers any size or con- 

dition. Can use several vertical resaws, sin- 

gle or twins. Hand-hole cutting machines 

and corrugated fastening or shook splicing 

machines. Wire, write or ‘phone: Keystone 

ag gn Co., 324 Fourth Avenue, Pittsburgh 
- ad. 








RAILS: ANY SIZE OR QUANTITY 
Particularly 20 ib. 25 lb. 30 lb. 35 lb. & 40 lb. 


egg ae 


Charleston. W. 





WANTED: Buildings, lumber camps, mills or 
projects containing large quantities of mate- 
rials for wrecking purposes. BISSELL LUM- 
BER & WRECKING CO., 7834-7920 W. Grand 
Ave., Elmwood Park, Chicago 35, Illinois. 





BALED SHAVINGS WANTED 
Send sample bale and quote prices 
carload lots. 

STONEACRES—FARM SUPPLIES 
PRINCETON, NEW JERSEY 





Pay cash for large ne of factory sur- 
lus masonite and plywood. BISSELL LUM- 
ER & WRECKING CO., 7834-7920 W. Grand 

Ave.. Elmwood Park, Chicago 35, Illinois. 





CAN YOU MAKE DOWELS, 
TURNINGS., MOULDINGS? 
We are national sales organization selling 
output of 10 mills, NONE OVER 2 YEARS OLD. 
We sell your output now at no cost of sales 
to you, and when competition comes, in a 
ear or so, you will be securel Look ahead. 
un your ends! We assist you if you are not 
now equipped. Write, let's get acquainted. 
CHICAGO WOOD 6& PLASTIC PRODUCTS CO. 
4444 IRVING PARK BLVD., CHICAGO 41. 





WANTED: FIRE EXTINGUISHERS 


21, gallon pressure type, soda and acid. 
Quote best price on any part of 40 units. 
ae ITURE MFG. CORP., James- 
own, N. Y. 


USED MACHINERY WANTED 











TRANSIT & MILLING 
SERVICES 








MILLING IN TRANSIT 
At St. Louis 
Resawing 
Dressing 
Ripping 
Permit to ship to us 
must be secured in 

advance. 


The Mill Creek Milling Co. 
326 So. Taylor Ave. 
St. Louis, Mo. 








LUMBER & DIMENSION 
R SALE 
nr ———SsaESE 
WOOD GUTTER 


Clear Washington RED CEDAR 
(Ohio Pattern) 

24,000 lineal feet 4°’x6’* Random 
Lengths 8 to 24 ft. THOROUGHLY DRY. 
Fair proportion of each length. Sur- 
plus on War Housing Contract. In lots 
of 1000 lin. ft. or more, 

HARRIS BRO RS COMPANY 

Chicago 9, Illinois 
‘Phone Lafayette 1900 








Cedar Posts for sale in carload lots, at ceil- 
ing prices. Fred Bye. Sault Ste. Marie, Mich- 
igan. 


2 cars 1’ and 2” Planer mill cut offs. 
2 cars 25/32'’x3/4"" to 2°’, 25°’ to 36”. E 
Box factory trims Pine, Oak, Gum and Fir 











Wanted: 8 Block Excelsior Machine. Must be 
in good condition. SHARAN MAGAZINE COM- 
PANY. 111 West 17th Street, New York 11, 


. Y. 


, WANTED: Used crawler tractors; late models, 
prefer International or Caterpillar makes. Can 
use any size; must be Al condition. Phone, 
Write or wire: GARSON IRON AND STEEL 
COMPANY, 512 Lyceum Building, Duluth 2, 
Minnesota, Melrose 222. 








t gh or E. J. Gaiennie, 
Box 1074, Shreveport, La. 


LUMBER FOR SALE 
1 Car 4/4 Birch & Hd. Maple tie Sides. 
1 Car 4/4 Mixed Hardwood tie Sides. 
9 Cars 6/4 Popple 100’ oe 
8 Cars 4/4 Basswood 100’ long. 
1 Car 4 x 8 x 8 Popple Timbers. 
Cc. E. G JR. & CO. 
KNOWLTON, WISCONSIN 
Phone 62T, Mosinee, Wisconsin 





June 23, 1945, AMERICAN LUMBERMAN 
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MISCELLANEOUS — FOR SALE 
CARPENTERS APRONS 


Write for samples and prices. 
THE MINNESOTA omy Co., Inc. 
Minneapolis, 


STEEL WINDOWS 
No priority required. 
Large stock casements, 
pivoted, double hung, etc. 
STEEL SASH SALES & SERVICE 
Weehawken, N. J 


RUSTIC FENCING FOR SALE 
Colonial and Stockade patterns prefabricated 
in 7 foot sections. For information write: 

Fence Company of America 

4239 West Madison Street 
Chicago 24, Illinois 


RELAYING RAIL 

Large tonnage of 45 to 65 lb. sections good, 
serviceable relayers located Gainesville, Fla. 
Ready for immediate shipment. Also frogs. 
switches, spikes, bolts, etc. Contact D. 
Lewis, White House Hotel, Gainesville, Fla. 
or M. K. Frank, 480 Lexington Ave., New 
York City. 




















Orders considered for northern white cedar 
picket fencing and rustic furniture. Send your 
sketches and specifications for our price es- 
timates. John Loskot, Charlevoix, Michigan. 


BUSINESSES FOR SALE 


LONG ESTABLISHED BUSINESS ’ 
Well established Millwork Plant equipped with 
standard woodworking machinery, stock mill- 
work and lumber yard. Located in Atlantic 
City, New Jersey. to retire. For other 
information address C-39, American Lumber- 
man. 

















FOR SALE 
Complete motorized single unit Hardwood 
Flooring Plant, Planing Mill and Sawmill. 
Three large dry kilns and three large ware- 
houses. Ample electric generating facilities. 
ge | Fgh selling, age of owner. Bargain 
or qui 
CHICKAMAUGA CEDAR COMPANY 
Stevenson. Ala. 





Lumber yard, retail and wholesale, and prop- 
erty 6 acres land located West Virginia, estab- 
lished 1937, receipts $175,000, planing mill, 
saw mill, railroad siding. Write for pros- 
pectus. Profitable opportunity for quick buyer. 
Atlantic Sales, 1265 Broadway. New York. 


SAWMILL FOR SALE 
We are discontinuing our sawmill operations 
and offer our complete ‘sawmill as a whole 
with all repair parts and operating supplies. 
This is a large fast mill sawing from 6,000 to 
8,000 ft. per hour of hardwoods, or cypress, 
all machinery in — condition and most 
modern type, containin 
l a, Filer and Stowell” Roller Bearing Band 
1 Piler and Stowell 3 Block Carriage (54’’ 
opening with power rope set works, rebuilt 
within last sixty days at cost of $2500). 
12’*x42"" Shot Gun Feed. 
S’ — Continuous Slat Bed Horizontal 


Wheland Slab Slasher. 

Prescott 13 Saw Mechanical Lift Trimmer, 

each saw with encased diamond chain 

drive running in bath of oil, no belts. 

1 450 h.p. C and G Cooper cross compound 
Corliss engine with condenser, equipped 
with 16’ rope drive fly wheel. 

Including log haul up, deck saw, kickers, 

nigger, belts shafting, pulleys and replace- 





= 


— 


ment parts; also full stock of saws, hogs and : 


ives, chains, etc. 

is offered for sale as a complete unit 
with no part or 7 ouvely missing, as a ‘read 
to run’’ mill. g two story sprinklere 
_—— Duliding with 40,000 square feet of 
rea 
If interested write for further details or ar- 
Tange inspection. JEROME H. SHEIP CO.., 
Inc., Apalachicola, Fla. 


FOR SALE: Successful, going Retail Lumber 
and Coal Business in good one yard town in 
tich dairy district of Southern Wisconsin. 

© Feed warehouses in connection. Owner 
Must retire on account of age and health. 
Address D-78, American Lumberman. 


FOR SALE: One ~~! equipped Chair Fac- 
ier Output $00 per day 5 bouts. 23/4 acres 
land. Three dwe Several ware- 








g ee 
Ouses. More orders than we can fill. Phenix 
Chair Co., West Jefferson, N. C. 








For Sale: Lumber Yard doing nice volume 
_ business, good stock, fine territo North 
ouri, Address D-80, American ‘umber- 


man. 





TIMBER & TIMBER LAND 
FOR SALE 


————S 
8600 acres Ontario timber for sale. Over half 
Hemlock balance hardwood, White Pine, 
Spruce & Balsam. Warren Ross Lumber: Co., 
Falconer, N. Y. 








FOR SALE: Second growth hard timber from 
750 acres in South East Missouri near Frisco 
railroad. Cut over about ten years ago. Ad- 
dress D-42, American Lumberman. 


Have large valuable soft, hardwood and ma- 
hogany concession in Central America on 
Coast. Operator pone experienced in 
ns cotld make good money. Princip 
° Address D-61 American Lumberman. 








22,000,000 feet Rope age grade Virgin 
ae | pine timber and other timber East 

C. 7 miles by good road to A. C. L. RR. 
Price for immediate sale $115,000 cash. Ad- 
dress D-65, American Lumberman. 


FOR SALE: Standing Timber fine West Vir- 
ginia hardwoods located Webster Coun 

approximately fifteen million feet. Will se’ 

outright or handle on partnership basis with 
reliable mill operator. THOMPSON LUMBER 
COMPANY, Bleigh & Edmund Sts., Phila- 
delphia 36, Pa. 


TZ 


USED MACHINERY FOR SALE 


EARLE HART WOODWORKING MACH. CO. 


Large selection of Modern Ball-Bearing Mo- 
torized Used Machines. Get our prices and 
list before buying. 
hicago, Illinois, 565 W. Washington Blvd. 
Ph.: Andover 3340 
Greensboro, N. C., Davidson Dr., Sedgefield 
Ph.: Greensboro 9633 


For Sale: Mereen Johnson No. 315 Boxboard 

penny Beach Roller Table Cutoff and Bi; 

saws. Yates American No. 229 Double Cuto: 
eae B-111, American Lumberman. 


FOR SALE FROM STOCE 
Woodworking machinery of all kinds. 
Inventory constantly changing but postal will 
tell you if we have that much needed +. 

chine you are locking for. 500 machines in 


us—ask for stock >» = 
BOSCHO: INC., Medford 55, Mass. 


FOR SALE: Hardwood Stacking Sticks -1x1-6’. 
Foundation Timbers 
Lumber Bug ios—Stoel ew 36x4. 
2 Boilers Tok0 wit flues 
3 Extra flues complete with breeching & 
stack—all valves & 
Turbo Blowers—Hartford inspected ‘125 Ibs. 


ressure. 
Clyde Iron Works po bm e 8x1l0— 
wheel 


complete with swin 
pe ome boom pole 


Mast 75 feet boom 
and repair parts for en 
MISSISSIPPI v WOOD Co., INC. 
Clarksdale, Mississippi—Telephone 1245. 

Two Hoe Band Saws 14" Wide 14 Gauge 134," 

Tooth Space. 44’ 6” long, L. H. Two Hoe Band 
Rip Saws 5” Lag 18 Gauge 1%," Tooth 
Space 22’ long, R. H. These are new saws, 
never been uncrated and are offered subject 
to prior sale at 10% off new price f.0.b. Brook- 


haven. y 
Columbus Lumber Company, Brookhaven, Miss. 


FOR SALE: Band resaw, Mershon “Ideal’’ 46° 
roller bearing. ._p. motor: Band resaw, 
Fay-Egan No. 186, 42°, bab.-b.; Planer, B&M., 
2-s., 26°’x14""; Moulder, Am. No. 1, 6”, 4-s.. 
10 h. 2.m.7 a 2 sql. cyl. ve Egan No. 156, 
30°’x' 3-kn. rd -. sec.-roll, elec. grinder, 
= h.p., 3600 rpm m.-on-cyl.; Glue jointer. F&E 
“i c.s. with motor; Glue jointer, Falls 
built-in motors; Veneer presses, 32” 
oy 36": Clamp carrier. revolving. Palmer, 
12’x44" 16-sec.; Glue spreader, Francis 18°’, 
m.-d., heating unit: Glue spreader, Francis 
8’, motor: Ripsaw, Falls No. 103, ballb., oo 
fd., 10 h.p.m.; Ripsaw. Defiance ballb., 
fd., 15 h.p. arbor motor, 4-speed fd. m.; Rip- 
saw, Sinker-Davis No. 4, .. 15° arbor 
space, coupled motor: Swingsaw,. o.h., Badg- 
er, 3“h.p. belted m.; Planer & Matcher, 3-s., 
Fay Egan 24’’x6’’; Jointer. bench. Wallace 6” 
motor on cyl.; Mortiser, vert. h.c., Sidney. 
foot-fd.; Mortiser, horiz. h.c., ‘ye No. 144, 
autom.; Mortiser, & Borer, 4-spdl. horiz.. Am.. 
autom: Nailer, Morgan 4-tr., motor: Tenoner, 
sgl.-end. F&E copes; Tenoner, sgl.-end Green- 






































lee ~ 533, built-in motors; Knife der, 30° 
F&E; Dry Kiln: Boiler, 150 h.p.;: tas Am. 
No. 0, 40’, with motor, blow = . 
clone: also other machinery. EDGAR 


BICKLER, 6448 ae Le Mt. Washing- 
ton, Cincinati 30, O 
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USED MACHINERY FOR SALE 


ee 


Mershon 54°’ Vert. Twin Band Resaw. gs 
Cut-off and Dado Saw. L. Power & Co. 300.00 
Rowley-Hermance Cut-off and Dado 

BOW WIG. ow cons vec} eeti cada 145.00 
Swing Saws, 5 ft. 6 ft. and 7 &. b/d 

nin. d Cane hacia bin aestteelcekala and up 
Metal a Band Saws, ah" and 

30° $225.00 —_ 275.00 


Table Cato Rip and Cross-cut - 

COONIUGD i. iciks  owab an ucess eee — & up 
. A. Fay Hey Sing. Surf. 2 En. 

ee eS ee ae 375.00 
Newman 24" Dbl. Surf. 4 Kn. Rd. Hd. 

Cabinet Type ....................... 825.00 
Whitney 30° Dbl. Surf. R/B 4 Kn. Sq. ovate 
Am. No. 80, 30 Dbi. Surf. 4 Kn. Sq. wane 
Am. No. 61/,—27x7 Dbl. Surf. 2 Kn. Sq. ain 
Yates A-2 Disc. Head Flooring Ma- 

chine; fast feed .................-.- 1500.00 
Jenkins, Dbl. Floor End Matchers; re- 

built: Ball Bearing. 3 mtrs. on head 

and 4 mtrs. on tail end.............. 2500.00 
Pettin _ Hvy. Duty Saw Tenoning 

ND aise otek cout. Lows shade att 150.00 
Smith-Phillips Pulley Pocket ews 175.00 
sage Dbl. 7 Dovetail Mortiser. . 85.00 

ay and Egan 15 Sp. Dovetailer...... 325.00 
Whitney No. 8 Dbl. Spin. Shaper, b/d. 225.00 
American No. 21/, Dbl. Spin. Shaper, 

SS ET ee PENCE, oe 300.00 
Shimer Singl. Sp. Shaper Reversible.. 175.00 
Advance Singl. Sp. Shaper Reversible 

oe! eB ee eee eee 125.00 
Fay & an Dbl. spin. Shaper: wd. 

Oe QU G/B 6 cans oh cakccreesseinic 125.00 
Jointer—L. Power—12”’; 2-Knife, Rd. Hd. 175.00 
Jointer—American 12°’ 2-Knife, Rd. Hd. pop 


Luther. Box Board Matcher 
Hall & Brown Box Board Matcher: 4 
Rolls each side; Shimer ae PRS 350.00 


w/m 

Mattos. Dble. Pad Furn. Rubbers 50.00 
Hooper Sing. Color Printer, Rebuilt: 

mtr. and 2 sets rubber ink rolls..... 1250.00 
Connell-Dengler 16‘’—2 Color Printer. . 
Connell-Dengler 19°°—2 Color Printer. . 
American Door Clamp—fig. No. 8853; 

ee ES a cccccceceecect 350. 
American Panel Raiser ............... 195.00 
Handy No. 104 Bow End Clam 125.00 
American and Greenlee Sash Relishers 
American Sash Trimmers 
26°" Grooving Machines; wd. frame: 

a ee eae oe ea. 175.00 

Compressors, all kinds. 

TONE — CO., 324 Fourth Ave., 

Pittsburgh 22, Pa. 





FOR SALE—1 Used Root Style “BM” Vertical 

Gang Boring Machine complete with motor, 

220AC, as is fob Kansas Ci . Missouri. 

1 bedi fee mg Radial Arm . asis. Sitka 

soreee L r é Seunulenuion Co.. Dwight 
Building. eemees City. Missouri. 





For Sale—One Hall and Brown eight inch 
Molder. machine will plane, mold or 
match four sides in one operation. Excellent 
condition. Write or call the Irvinbilt Products 
Company, Box 573, Chillicothe. Missouri. 





Portable saw-mill. Has been electrically oper- 
ated. ——— 3-block carriage. Complete with 
husks, etc. 58° circular saws, tower 
edger. tower one-man trimmer, saw-filing 
equipment, conveyor chain, roller, sprockets, 
part boxes; electric motors also available. 
ull details on request. Northwoods Timber 
Co., Baraga. Michigan. 





Hen A Mining re ws. Teta. Se 54° wheel- 


. D's0 eine dosere Diesel tractors with dozers. 
1 Northwest, Model 105 sa and crane 
combination with a 50 ft. boom. 

1 bt ey truck crane aes on Meek 

- wheel. pneumatic tir 
E ©. Box 35, New Rochelle, New Yerk 
Phone: New Rochelle 2-7680 





POWER UNITS. ANGLEDOZERS 
AND TRACTORS 


with clutch 
and $825.00. Also tractors. angle pe ball 
oe below gg | price. 

©. C. Evans, Mt. Sterling. Ky. 


HEADQUARTERS 
FOR HARDWOODS: 


The Atlantic Lumber Co: 


1055 Seneca St. Buffalo 
88 Broad St Bostor 





An ideal tool for 
a great many uses, 
this Combination 
Head may be fitted 
with Bits for mak- 
ing Door, Sash and 
many odd and 
varied mouldings. 







It may be used on the Moulder or Shaper as pre- 


The Bits are milled to pattern, set by gauge for 
yuick changes on short or long runs of stock. 


This is a Head you cannot afford to be without. 
Write to us for particulars and a copy of our 


Catalogue and Pattern Book. 


SHIMER2SONS.INC. 


Mianufacturers 
Shimer Cutter Heads 


SAMUEL J. 





Abesto Manufacturing Co..... 48 
Aetna Plywood & Veneer..... 57 
Allied Building Credits, Inc... 15 
American Logging Tool Co... 50 
American Manufacturing Co.. 61 
American Steel & Wire Co.... 4 
Anacondt: Copper Mining Co.. 55 
Angelina County Lbr. Co..... 57 
— Wrecking & Salvage P 


B & T Metals Co., The........ 59 
Bay De Noquet Co........... 67 
MME, Wile asada seca valcaes 58 
Bonifas Lumber Co., Wm...... 67 
Booth-Kelly Lumber Co., The. 44 
PE SED so oscc vie ccce's 50 
Buss Machine Works.......... 61 
Cadillac-Soo Lumber Co....... 67 


Carr, Adams & Collier Co..... 43 
Casein Company of America... 35 
Chapman & Co., Inc., A. D... 50 
Chapman & Dewey Lbr. Co... 34 
Cheney Metal Products Co.... 49 
Chicopee Manufacturing Corp. 10 
Christiansen Lbr. Co., C. M... 67 


Clarke County Lbr. Co........ 50 
Columbia Steel Co............ 4 
Connor Lumber & Land Co.... 67 
Copeland Lumber Co.......... 67 
Corinth Machinery Co......... 62 
Corley Manufacturing Co...... 50 
Cotton & Hanlon.............. 46 
Craig Mountain Lbr. Co....... 48 
Cree-yapst Ce.. Tne............ 57 
Devoe & Reynolds Co., Inc. 


(Brush Division) ........... 43 
Disston & Sons, Inc., Henry... 14 
Dixon Industries, The........ 40 
Douglas Fir Plywood Assn.... 33 


Exchange Sawmills Sales Co.. 36 


Ferguson Lbr. Co., W. T....... 52 
Fibre Conduit Co., The....... 4l 
Se 8 
Ford Roofing Products Co..... 47 
Fordyce-Crossett Sales Co..... 16 


Frost Lumber Industries, Inc... 6 
Fulton Bag & Cotton Mills.... 38 


Gate City Sash & Door Co.... 38 
Goodman Lumber Company... 67 
Graham Lumber Co........... 55 
Griswold Lumber Company... 50 


Heatilator. Inc, 
Holt Hardwood Co............ 67 


Houston Blow Pipe and Sheet 
Metal Works 


Huther Bros. Saw Mig. Co..... 37 








Aduertisers' Index 


Kent Machine Company....... 59 
Keystone Steel & Wire Co..... 50 
Kimball Mig. Co., Inc......... 60 
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Lake Superior Lumber Corp... 67 


Lane Manufacturing Co....... 61 
Lawrence Warehouse Co...... ll 
Lemieux Brothers, Inc......... 62 
Lindsey Wagon Co............ 60 
Louisville Cement Co., Inc..... 68 
oe fe Al ee 62 


Metropolitan Lumber Co....... 56 
Michigan Pole & Tie Co...... 67 
National Lock Co........... 39 
National Tileboard Corp....... 58 


Northwest Metal Products Co. 58 


Oregon-American Lbr. Corp... 59 


Ozan Lumber Company....... 34 
Pacific Mutual Door Co. .. & 
Parker & Sons Co., Ira . 61 
Patrick Lumber Co........... 46 
Pilot Rock Sales Agency...... 53 
Pioneer Rubber Co., The. . . 59 
Polson Lbr. & Shingle Mills... 57 
Pope & Talbot, Inc............ 45 


Protection Products Mig. Co. 49 


Rainy Lake Lumber Co., Ltd... 55 
ee | ae 50 
Reynolds Wire Co........... oe 
Rib Lake Lumber Company... 67 
Roddis Lbr. & Veneer Co..... 67 
Rosboro Lumber Co........... 37 


Seneca Wire & Mfg. Co....... 60 
Shevlin Pine Sales Company... 53 
Shimer & Sons, Inc., Samuel.. 66 


Silbernagel, Geo. J......... 4} 
Simonds Saw and Steel Co. .. 12 
og ee 39 
Smith Lbr. Co., Ralph L..... 3 
Southern Pine Lbr. Co....... 53 


Southwest Lumber Mills, Inc. 52 
Sullivan Lumber Company.... 58 


Taylor, John 


Tennessee Coal, Iron & Rail- 4 


ag. Per ae ae 
(cn eee . 49 
Thornton Tandem Co.......... 13 
Tremont Lumber Company.... 46 
Underwood Veneer Coa...... 67 


U. S. Plywood Corp. 


Industrial Adhesives Div.... 45 
Oe go . 4 
Urania Lumber Co......... 55 


Webster Lumber Co., H. E... 62 


Wells Lumber Co., J. W....... 58 
Western Pine Mig. Co.......-. 40 
Wheeler, Osgood Co., The... 9 
White River Lumber Co....... 45 
Winton Lumber Sales Co...... 53 
Wisconsin-Michigan Page .... 67 
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mae NORTHERN % 
ma) , 
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.. 62 
.. 60 
.. 68 
62 
.. 2 
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sa a 
56 
.. 67 
39 
58 
So. 58 
; : BEHIND THE EAGLE 
STAND THE FORESTS 
' Despite many operating difficulties these their usual choice assortments as listed be- 
32 Northen Lumber Mills have done a remark- low. In the meantime they ask the indulgence 
61 able job in furnishing a wide range of items for of all customers whose needs they have been unable 
46 essential war uses. With Victory they will again offer to meet. 
53 
. 59 
... F ORD 
“i a tHolt Hardwood Co. ry “ . 7 . 7 . . 7 Oconto, Wis. F ER <. M. Christiansen Co. . + + . 7 . s . Phelas, Ws. 
aa | Maple, Birch, Beech, Oak Flooring. ip, ’ R An outstanding Wisconsin lumber manufacturer—Hardwood, 
dinate Seeguaie Sour ae Gnas Witome' ia. T Om White Pine. tated: ont Cedar Products. 
d... 55 H 


he l 

Stee : ill: Al * Mills at Sales 

yoy Catlillac-Soo Lumber Co. (Mit Sait Ste-) «Saleh pide: Mich. D IN Wm. Bonifas Lumber Co. (qarcs,"taich.) Sauce Neenah, Wis. 
| 67 Northern Hardwoods. Hard Maple a Specialty. Hemlock, White Pine. RQ Northern Hardwoods, White Pine, Cedar Products, Shingles, 
: a Modern Dry Kilns. Facilities for Surfacing, Resawing, ete. DUCE Squares, Lath, Modern Dry Kilns. Expert Millwork. 


ny.. 83} ‘Michigan Pole & Tie Co., ("is ,Mewherry .....) Newberry, Mich. 
uel.. 66 Northern Hardwood Lumber, Old Faithful Hemlock, Northern 
ae White Cedar Poles, Posts, Shingles, Piling, Soft & Hardwood Ties.’ 


“Underwood Veneer Co.,. . . . . . . Bessemer, Mich. 
Northern Hardwoods, Hemlock, W. Pine at Bessemer, Mich. 


Veneers and Panels at Wausau, Wis 














*Goodman Lumber Company .. . . , . Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
wood Dimension. Planing mill. Dry kilns. Rotary cut veneers. 


“sc 2 {Connor Lor, & Land Co (its: !2ens. we.) See, Marshfield, Wis. 


y 58 1K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles. , 
Posts, Poles—Laona Rock Maple & Birch Flg.—Dimension stock. 


2 IC 2 "ink 
Rail- , }'Rib Lake Lumber Co... ... . . Rib Lake, Wis. Abts Bay De Noquet Company... .... . Nahma, filch 


49 | Northern Hemlock, White Pine, Kiln-Dried Hardwoods, Lath, MMaPV A) AUG attlock Hardocs Lonber Shingles Cadee Products Leth 


: 3 Shingles, Cedar Posts and Poles. Hemlock. Hardwood Lumber—Shingles. Cedar Products, Lath. 
FLOORING 





‘Lake Superior Lumber Corp. . . . . Ontonagon, Mich *Roddis Lumber & Veneer Co. . Marshfield & Park Falls, Wis. 


87 Northern Hardwoods, Hemlock, White Pine. Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
iv. 45 Modern Dry Kiln facilities. Brch. Fig. Hdwd. Ven’r'd Doors, Plywd. Mod. Dry Kiln facil. 
4 
55 
BUY Copeland Lumber Co Ontonagon & Atlantic, Mich. 
UNITED STATES ioe Office -CHICAGO—135 So. La Salle St.. Hardwood Lumber. 
ae. : WAR BONDS & STAMPS Dimension. Dry Kilns and Planer. 
=. +e ° 
Member N Hemlock & Hardwood Mirs. A 
ne... ‘ tMember Maple Flooring Mfrs. Assn. mater Se Se - oe 
= 
67 
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For a good many years, Brixment Masonry Cement 
has been distributed not only by the two Louisville 
Cement Co. mills in which it is made (at Speed, 
Indiana, and Brixment, N. Y.) but also through other 


manufacturers of Portland Cement. 


Today, the cost of manufacturing Brixment has risen 
so sharply that we can no longer continue to distribute 
it through other cement plants. Therefore, effective 
June 1, Brixment will be shipped only from the two 
mills at which it is made (except for lower Michi- 


gan—see map.) 


Thousands of Brixment dealers have always 
bought Brixment in mixed cars with Speed 
Portland Cement, or in full carloads, direct 


from the mills. 
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Be SHIPMENTS TO DEALERS | 
Ae ; f= Brixment can be shipped either in | 
A. full carloads or in mixed cars with ' 
4 Speed Portland Cement. ie 
od 
4 


HM = Brixment can be shipped in full 


carloads only. 


Brixment can be shipped in full 
carloads or truckloads. 





Brixment can be shipped in full 7 
carloads, or in mixed cars with 7 











- 


I} —_ 
} 


Speed Portland Cement, or in 7 
mixed truckloads from other cement [7 
plants, as in the past. % 

€ 


IMPORTANT NOTICE! 


Like Brixment, Speed Portland Cement is an out- 
standing material in its field, backed by 115 years 
No better Portland 
If you want any further 


of cement-making experience. 
Cement is made... 
information, please write, wire or telephone. 
Louisville Cement Company, Incorporated 
General Offices: Speed Building, Louisville 2, Ky. 
Telephone: Wabash 3131. 


Eastern District Sales Office: 101 Park Ave., New York 17 
Telephone: Caledonia 5-8592 


IXMEN) 


Masonry Cement 


SPEED 


Portland Cement 














